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NATIONAL VOICE TRADE 


MacGREGOR 
PLAID 


BRIGHT BUSINESS BOOSTER BY 
GOODYEAR GLOVE BRAND 
Colors as crackling as a bonfire 
make this MacGregor Plaid 
wonderful with everything win- 
tery. Sets or single items—all 
Goodyear Glove Brand exclu- 
sives—have real sales glamor 
to every customer with a touch 

of outdoors in their lives. 


SPATTED GREAT BOOTS boost plaid 
on lizard grain rubber with warm, 
worm fleece linings. Zippered at sides. 
Matching: 

MITTS of ploid have block “suedoe” 
palms and flirt cuffs to cuddle the 
wrists. Warmly fleece lined. 


EAR-MUFFS tie under chin — cute os 
a bonnet. Plaid, fleece ear liners. 


GOODYEAR 





TAN D REIT E is tanned to the 


discriminating man’s taste. That all-over 
handsome look bespeaks the quality of the 
calfskin . . . its smooth pliability . . . its fine 
finish . . . its unmistakable assurance of long 
life and true comfort. That's why Tandrite 
has first call with America’s leading makers 


of men’s quality shoes. 





Unlined Bal Oxford 
Style No. S-1614 













by J.P. SMITH SHOE CO. Chicago 


Built on the famous Fairway last, featuring the 


patented Synchro-Flex construction. Black calf 
with a single leather sole to assure lighter weight 
and tireless walking. 
HUBSCHMAN'’S CALF 

=1000 BLACK 


ss 
E. HUBSCHMAN & SONS, ING. 


PHILADELPHIA, PENNSYLVANIA 
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ONGE GRADE 


foe THE CARRIAGE Rad! 


4 Ged : 
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“The Vital 3"! A whole famous sales story wrapped 
up in one powerful phrase! Backed by Vitality’s 
reputation among mothers for highest-Quality ... 
fnest-Fit . . . smartest-Style. Nationally promoted 
by can't-be-missed ads in Parents’ and Good 





Housekeeping! And remember, your own tie-in 
promotion can multiply local sales-results. So 
count it all up to the biggest season you've ever 
had with Vitality Shoes for Children—the shoes 
with the “Vital 3”! 





Also Vitality Vitapoise Feature Shoes for Children, 
Priced According to Size. 


As advertised in Parents’ 


and Good Housekeeping 
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Display these seals... they sell for you! 





Made by America’s Largest Shoemakers 


VITALITY SHOE COMPANY ¢ DIVISION OF INTERNATIONAL SHOE COMPANY « ST. LOUIS 3, MISSOURI 
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“SNOW VALLEY™ 





THE Latest-Style Boot 





SNOW VALLEY is warm enough for the most frigid 
weather—dressy enough for any occasion. It slips 
easily on and off any heel from flat to spike. Lace 
front, moutonized shearling trim with matching 
tongue. Warmly lined for comfort and appearance, 
slenderized by moccasin type vamp. Built over a 
new, refined, walled toe last with bottom spring 
to insure snug fit. 


#984 Women’s Brown SNOW VALLEY trimmed 
with Logwood Brown Moutonized Shearling. 


#934 Women’s Black SNOW VALLEY trimmed with 
Squirrel Grey Moutonized Shearling. 


NOTE: SNOW VALLEY has attained that pin- 


nacle in rubber footwear styling that TYER 
GALLOPER has achieved in Canvas Footwear. 
Watch for more detailed advertisement of 
GALLOPER in the September first issue of 


BOOT & SHOE RECORDER. 


RUBBER COMPA N Y 
Andouer, Massachusetts 


YW. S. #4. 


Branch: 159 Duane St., New York 
189 W. Madison St., Chicago - 620 S. Manhattan, Los Angeles, Calif. 
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Wonderful to work with... 
beautiful in the finished shoe. 


In black, colors, and white. 
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= The Péwesse Last 
The Fourth of 4 NEW Lasts 
on which Cambridge presents 


The NEW TREND — NOT just a re-styling 


“The FRENCH BOOTEE” 


The FINESSE LAST of the French Bootee is the 
masterpiece of the New Trend in rubber footwear, — 
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beautifully feminine to FIT neatly today’s highly 
styled high heel shoes . . . with platform or single sole 
construction — no distortion when fitted over today’s 
popular buttons, buckles and bows. 


The Finesse Last of the French Bootee delightfully 
compliments the new hemline — it is smart stormy weather 


cover — Easily sold because easily fitted. 
NO RESISTANCE AT THE FITTING STOOL 


SEE the NEW Trend —The FRENCH BOOTEE — before 


you plan your 1949 Rubber Footwear Promotions. 


THE Cambridge RUBBER COMPANY 


PUREST ix Foot Fashion 


CAMBRIDGE 39,MASSACHUSETTS 
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Rolin Hood is an 
Evans Slipper 










































































































































Evans’ Robin Hood is designed to give the com- 
fort of a sock, and an important part of that design 
in mellow Colonial Velka. This slipper is unlined 
to take full advantage of the soft, smooth comfort 
of supple Colonial Velka. 





atl 


Your smart ideas will work out just as 
smartly in Colonial Velka. Write for 
authentic color samples today. 


COLONIAL TANNING COMPANY, INC., BOSTON 11, MASSACHUSETTS 
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THIS FALL... 





YES.. » the pay-oll inogber 


Shee Fa business depends on quality © BURGUNDY TWO-STRAP MOCCASIN... 
: 5 OXFORD . . . Style 5392 for children; 
this Fall. No longer will customers accept misses’ sizes, Style 5393. 


“just anything” in children’s shoes. 
They want, and they'll demand, quality 
. . . dollar-for-dollar value. And that’s 
where Fleet-Air excels—unsurpassed 
quality in fine Goodyear Welts for 
children. Why aren’t you an 
Authorized Fleet-Air Dealer? 











Children’s shoes 


* Suggested retail price: $6.00 to $6.50. 
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BOSTON OFFICE -~———— 83 LINCOLN STREET 
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Your Sample Shoes 
MAXIMUM SALES APPEAL 


i 


Fairy Forme 


Custom-Made for YOUR Shoes 

































PERFECT FIT offered by Fairy Forms custom-made 
over exact duplicates of your own lasts . 

CORRECT TYPE OF FORM selected from the 
complete line of Fairy Forms, to highlight special features 
of your own shoes... 

These are the Fairy Form features that keep your 
sample shoes looking their very best. These are the fea- 
tures that give you the slight edge you need in today’s 
buyers’ market. 

Light-weight, flexible Fairy Forms can’t distort your 
sample shoes. They eliminate excessive weight and bulk 
that complicate packing. And they’re especially easy to 
insert and easy to remove — make it easy for your salesmen 
to demonstrate construction details. And remember — 


NON-FLAM Fairy Forms are SAFE! 














Send today for FREE COPY of Bulletin 312 


























SHOE FORM CO. INC., AUBURN, N. Y. 


United Shoe seg ama Corporation, Sales Repipeonnetiots 








Tuim-Fit Spring-to-Fit Spec. Flex-to-Fit 


IN CANADA: United Last Co., Ltd., P.O. Box 3000, Montreal, P. Q. 
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Be they Dress, Sport or Casual shoes, all Flex Steps have that extra something that spells 
quality. For Fall selling, rugged top-quality construction and sure-fire style leadership have been combined 


to create something new in a back-to-school line. Make your selections 
now from the complete line, in stock . . . ready for immediate delivery. 


FLEX STEP SHOE CORPORATION 


Krischer, Rogers & Fischer 
Women’s Dress, Sport and Casual Shoes 
20 NORTH FOURTH ST., PHILADELPHIA 6, PA. 
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Wrinkle-Free Toe Linings 
AND NO QUESTION ABOUT IT! 








BUILD COMFORT AND SALES WITH *CELASTIC! 


For over twenty years Celastic box toes have brought positive 
toe comfort to men, women and children. The assurance that 


toe linings are permanently secure . . . in one style or one hun- 





dred . . . in one shoe or one million, is the Celastic contribution 
to toe comfort. Good will and consumer satisfaction accumu- UNITED SHOE MACHINERY 
lated by year after year of Celastic performance prove that it’s CORPORATION 
good business to provide your customers with the best. BOSTON, MASSACHUSETTS 

** CELASTIC™ is a registered trade-mark of the Celastic Corporation 
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A NEW #f RST by Cambridge 


Rugged OIL-RESISTANCE plus Flexible Cushioning Comfort 
———— 


a —__ 


Se 


. . . the GREATEST advance in WORK SHOE 
SOLES since the invention of NEOPRENE 




















E NEOPRENE 
ISTANCE 


plus 


amazing Air-Cell Processed LIGHT- 
WEIGHT f-1-e-x-+-b-i-1-i-t-y and Cush- 
toten Quiden 

Air-Cell INSULATION. Cool on Hot 
Footing. DO NOT CRACK in extreme 


-RES 


cold 


NEW surefooted SLIP-RESISTANCE without 
need of Tread Design 


NEW long-wearing Trim Edge Appearance 


for dressy wear anywhere ...Do 
not pick up steel scraps, chips, etc. 


Regular Vul-Cork PARTING POWER sates are unique for rugged 


— yet flexible — ALL-PURPOSE work wear ...on farms... construction... delivery 
... filling stations, etc.— everywhere except where excessive oily underfooting 





it’s easier to ; 
SELL YOUR SHOES Yaa 


when workers see the 


famous name VUL-CORK 









requires Neoprene. 


TT: Cambridge RUBBER COMPANY 





VUL-CORK SOLE DIVISION TANEYTOWN, MARYLAND 


August I, 1949 i 











the MOST shoe 


Nothing is least at Nevelk—but the price. 


Creating fast-selling Cathy Cupids and Cathy Originals takes the most of everything— 
Most attention to fashion detail for smart styling from toe to heel. 
Most careful workmanship in every step of production for top quality construction. 


Most critical selection of materials for long-wear and permanent good looks. 


for the LEAST price 


Cathy brings you the most diversified line ever—ballerinas (plain and fancy), 
crepe soles, high wedges, baby dolls with wedge heels, extension soles with 
square toes and wall toes, 6-8 heels with welt extension soles, cuban heels (both 





high and low) with welt extension edges and a wealth of other styles—at prices 
even lower than your customers expect in today’s competitive market. 
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LAST but not LEAST 
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our 
national 
advertising 
gives you 
active 
selling 
support 
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(NATIONALLY ADVERTISED IN THE AUGUST ISSUE OF SEVENTEEN MAGAZINE) 


One of a series of dramatic advertisements in SEVENTEEN, CALLING ALL 
GIRLS, VOGUE and MADEMOISELLE in August, September and October 
that will start a buying stampede in your store— 


Cathy’s full-page national advertising is backed with FREE ad-mats, sales 
personnel bulletins, counter cards and other promotional aids that make 
these ads work directly for your sales success. 


THE NEVELK COMPANY 


A Division of the Hallowell Shoe Company, Hallowell, Maine 
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Cretan Calf, with its deep, rich color, 
enhances the appearance of any shoe. 
That's why custom bootmakers use this 
beautiful vegetable tannage for their 
superlative hand-made creations. 
Moreover, striving for perfection, 
these artisans want their shoes to have the 


(446444000446 


STEP OUT HANDSOMELY 


and in perfai] tomo, 


That’s why Gallun’s Cretan Calf is 
the leather that sells your shoes 


benefit of Cretan Calf’s unsurpassed com- 
fort. For Cretan Calf, like all the famous 
Gallun vegetable tannages, is glove-soft 
at the first wearing. And it retains this 
pleasing, comfortable softness despite 
repeated wettings and dryings. 

Take a tip from these skilled crafts- 






men. Feature shoes made of Gallun 
leathers. Your reward — a faithful 
following of satisfied customers, and 
profitable repeat business. Check the 
Gallun numbers, when ordering from 
leading manufacturers. A. F. Gallun & 
Sons Corp., Tanners, Milwaukee, Wis. 
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ONE OF THE FAMOUS CALLUN VECETABLE TANNAGES 
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give you these 8 
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Acts as filler through shank area 

Prévidesirm, broad base for outsole leveling 

Gives fullness and character to finished bottom 

Makes possible accurate, quick insertion 

Provides positive locating of steel or wood shank piece 
Maintains uniformity with every pair 

With long heel style, affords tighter joints at heel breast 
Leaves insoles free from prong or tack point penetration 


LG, LE OE OO TT 5. | eee 
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FOR the maker of welt shoes . . . United 
suggests Combination shanks, finest for this 
type of footwear because they impart so many 
extras in addition to reliable support. Precision 
fitting, characteristic of all United shanks, is found in both the 
cover and the steel (or wood). 





For greatly improved shoemaking, try United Combination Shanks. 
Ask your United man about a 
shoemaking trial with a Com- 


bination shank individually United Shoe Machinery Corporation 


suited to your shoemaking. BOSTON, MASSACHUSETTS 
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Insolvencies mount as deflationary wave forces 
drastic price cuts along lower Broadway. 
THE ISELIN DIARY, 1857 


THE BETTMANN ARCHIVE 
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Trial by panic 


In 1857, many a manufacturer was better able to 


weather the storm of deflation because of 
Iselin’s 49-year-old financial and credit service ... Tested by 
panic, perfected through 141 years of business experience, Iselin’s 
Factoring service today assures greater financial flexibility and 
stability—provides protection against credit risks and losses... 
The prosperity of our clients is evidence of the soundness of our methods— 
methods you may follow for profit and security. Send for booklet 


on our Factoring service to industry. 


William Iselin & Cos Ine. 


857 Fourth Avenue, New York 10, N.Y 
FOUNDED IN 1808 
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They just can’t take it! 
Genuine reptiles are usually bark- 
tanned and are quickly and perma- 
nently discolored ~~ steam. 
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De net attempt te steam-solten 


thermeplastic bex tees in rep- 
tile uppers. Get your Beckwith 


aca eoppsaeetes 


agent’s recommendation in 

advance of cutting uppers. 

Depending upen which prac- 

tlee your cenditiens best faver, 

he ean elther supply you with 
dry heaters or arrange fer your 
Somperary use ef canned pre- 
yaiee selvent bex tees which 
suber ne selvent wete 
ting at pulling-ever. 
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When the Box Is Opened... 


Does the Finish Help the Sale? 


UNITED 
FINISHES 


PRODUCTS OF 
B B CHEMICAL CO. 


FINISHES FOR UPPERS 
BOTTOMS © HEELS © EDGES 


HIGHLY competitive selling conditions require that you 
give your shoes every advantage. Match the style and fit 
of your shoes with a finish that does them justice — a 
finish that appears as smart in the retail shop as when it 
left your packing room. 

Time takes a toll of finishes unless formulas are cor- 
rect for every run of leathers. Periodic checks by the 
United Finishing Specialist help you provide the perfec- 
tion of finish your customers appreciate and expect. If 
you have a finishing problem... or want to improve 


your finishes ... phone for a Uniied Finishing Specialist, 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, 
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NEOPRENE crepe soles — 


used on Sicicgood “BRUISER”’ 


HOW WELL DO YOU KNOW 
THESE ADVANTAGES OF DU PONT NEOPRENE CREPE? 


* PERMANENT SHAPE—soles retain shape and smart appearance. 

*% BRILLIANT COLORS—can be produced in almost any hue. 

*% LONG SERVICE LIFE—resists oil, grease, softening, abrasion. 

% FREEDOM FROM TACKINESS—cuts down tracking and grit pickup. 

*% EXCELLENT UNIFORMITY — your assurance of dependable quality. 
Why not look into the possibilities of neoprene crepe for your line? 
It means styles that sell . . . and a sole material that builds confi- 
dence in the quality of your shoes. For more information, see your 
sole manufacturer or send in the coupon below. 


*Also available in black or brown oxford style for 
gas station attendants and garage workers. 


COURTESY: 
Albert H. Weinbrenner Company 


ADD STRONG SALES PUNCH TO NEW WORK 
SHOE FOR DANGEROUS OR HARD SERVICE 


“‘Neoprene crepe is the toughest soling material we 
ever saw,” says Albert H. Weinbrenner Company, 
proud producers of this new shoe for roofers, steel 
workers, truckers and others doing rugged, dangerous 
work. ‘On these jobs, the sole must stand hot pitch, 
grease, oil or heat and constant wear and tear . . . must 
provide a-non-skid, cat’s claw grip, too. We tested a 
lot of soling materials when we developed this shoe. 
And, neoprene crepe was far ahead on all counts.” 
Because of its outstanding properties, more designers 
are turning to Du Pont neoprene crepe for shoes of all 
types—sport, casual, and work shoes for tough service. 


For style...color...and shape...use 


DU PONT 


Please send me your new ill 


NEOPRENE CREPE 


containing 
comparative tests .. 


NO 


4 
a 
¥ 

; 


REG. U.S. pat OFF 


BETTER THINGS FOR BETTER LIVING 
---THROUGH CHEMISTRY 


FREE BOOKLET 


mours & Co. (Inc.) 


Ne 
E. 1. du Pont de Wilmington 98, Del. 


Rubber Chemicals Division R-8, ; 
ustrated booklet "Neoprene Crepe Soles, 
neoprene’s unusual properties - - - data on 


full information on £ its superior qualities. 


. detailed description o 
Position ——_ 
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%z” NEOPRENE CREPE SOLES. Double-stitched. 


TWO THICKNESSES OF HEAVY COWHIDE 
" euguaa: <te9 | cinema 


: TOE. In case of accident, cut the lace 
and kick off the shoe . . . in seconds ! 


SOFT HORSEHIDE LEATHER TOE, for a tighter 
hold when kneeling. 

ROUGH FINISH LEATHER UPPERS give more 
traction on a pitched roof or other incline. 


ALSO AVAILABLE IN AN OXFORD 


No. 640. Brown Elk-Tanned Cowhide 


This brute of a shoe means money in the bank to you . . . 
wherever you are, whoever you sell. Its sensational 
8-feature construction takes it out of the ordinary 
“work shoe” class...makes it a specialty item, in a 


ALBERT H. WEINBRENNER CO. 
Milwaukee 1, Wisconsin 

Your new “BRUISER” looks to me like a rough, tough, and sassy 
shoe that will sell well in my market. Send your salesman in to show 
me the “BRUISER” and the rest of your line. No promises. I just want 
to look, with no obligation to buy. 


August |, 1949 


© No. 641. Black Eik-Tanned Cowhide 


class by itself. Feature the “BRUISER” in your windows 
and in your local advertising. You'll get immediate 
* sales and repeat sales, at a price that means BIG profit ! 
Use the coupon below for full details on this new shoe: 














PUT THIS Pre-selling Power 


TO WORK FOR YOU THIS FALL 


’ , 
— , aes Of 
You are invited to tie your store in with pa / VW 
this dominant national advertising for Grace 


Walker Shoes. A complete dealer advertising 







service, including free newspaper mats and 






radio spots is available. Grace Walkers are 





an in-stock line offered for immediate de- 






livery. For further information write: ein 





Friedman-Shelby Division, International Shoe Company 
1509 Washington Avenue, St. Lovis 3, Missouri 
New York Offices: 551-553-555 Marbridge Bidg. 













=y Grace Walkers look so smart, fit 
> $0 well, feel so good — ond cost 
~ $0 little! Discover for yourself why 






there's mony o saving grace in 
Groce Walkers... try them on at 
your favorite store, or write us 


for nearest dealer's name. 
$795 to $995 










FRIEDMAN-SHELBY DIVISION - INTERNATIONAL SHOE COMPANY - ST. LOUIS 3, pS fee 


“ 


This is a reproduction of the ad in September AMERICAN, October REDBOOK 
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FEATURED IN 


THE JULIAN & KOKENGE COMPANY 
COLUMBUS 15, OHIO 


T H E OonI!ISO LEATHER COMPANY 
GIRARD OHIO 
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that are Going Places are 


First Inspired by United Last 









The black calf closed toe pump above is typical of 

the newest soft wall last style created by United Last 

on this height of heel. While this last builds 

a shoe of smart simplicity, it also gives the designer 

-~. Opportunity for ingenious handling of the uppers. 

When higher heels are desired, look to United 

Last also for the craftsmanship that assures shoes 

of character and sales appeal when 

aA constructed on the new underslung toe last. 
4 


= a United Last Company, Boston, Massachusetts 
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As Advertised in September GOOD HOUSEKEEPING Magazine. 


LITTLE ELBEE SAYS... 


Hay Morn - 
LAZY-BUNES 


Reg. U. S. Pat. Off. and Canada 
flexible shank unlined oxfords 













COMMENDED 
PARENTS 
MAGAIINE 


NEA 










Look Outside... 


2 See and feel the fine soft 
leather — note the Good- 
year welt — observe the 
smart, modern styling. Now, 
bend the shoe as shown... 


eee Look Good... 


Mrs., Miss and Little Sis all look good in LAZY- BONES. 

And they feel good, because these smart shoes caressingly massage 
the foot with every step. Complete range of styles ... Cradle Steppers 
sizes 442 to 8 at $4.95—Junior sizes 82 to 12 at $5.45 and 12% 

to 3 at $5.95 — Senior sizes 34 to 10 at $6.95, $7,95 and $8.95. 





For the name of your nearest dealer write . . 


THE LAZY-BONES SHOEMAKERS . 10th Floor - Shell Building - St. Lovis 3, Mo. 





§S-9019 
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WELLCO- 


¥ Say LEG RS ® 
Foy “THE WALK THAT RELAY; o 


NEW STYLES 
NEW LASTS 
NEW PRICES 


Wait for our Salesmen. They are on the road with FOAMTREAD 
Play and Beach Shoes for Spring and Summer 1950. 


WELLCO SHOE ol 110) Wile) e WAYNESVILLE, N. C. 
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MAN AND HIS SHOES BEST NEW SALES 
GETTER EVER”... 


say JUMPING-JACK DEALERS 
from coast to coast!! 








—lIt’s quite true, as one authority recently stated. 
that a man customer never grows up. 


—He’s always interested in wheels that go round. 
in tricky gadgets, in new ideas. 





—Man has been a bit unselfish during the past \ ‘“ 
year or so and has been more interested in monn. net , JUMPING-JACK 
doing and buying things for friend wife and ™ BROWN BOOT 
the kiddies than in looking after his own needs 
and wants. 


—But man is human. He develops needs, same 
as every other being. In times of recession he 
hits the pavement more frequently and a bit 
harder than in normal periods—his shoes wear 
out quicker. Replacement is soon the order of 
the day. 


—So, we argue that man will be in the market for 
more shoes this coming Fall and Winter. Attrac- 
tive window displays, new styles. snappy adver- ¥ = JUMPING-JACK 
tising, will pull at his pocketbook. ae = OXFORD 


—Therefore. we urge upon our merchant friends 


® 
the advisability of featuring men’s shoes more U M 9) i ol) a S 
aggressively, more dramatically than ever be- \ i} N'@ Ae 


ore. tevin EN sea 
~~ 





—Man. the customer, never grows up. You can 
always catch his eye, intrigue him with new 
merchandise, new ideas. 


—NMan will need new shoes this Fall.* 
- FOR ALL CHILDREN 6 MONTHS TO 4 YEARS 


<4 — VAISEY-BRISTOL SHOE COMPANY, INC. 
CHESTER 3, NEW YORK 
US, ( Sx _ ROCH 


MONETT. MISSOUR - SKOWHEGAN, MAINE 


President 
Boot aNnp SHOE REcorpER 
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Buckles and Boots...and side-ties, too! 


Four great numbers... going great guns with 
stores catering to the Campus trade! Styled for 
students, natch! ... but catching the eyes of men 


everywhere! Yep! Yep! Get hep! Here’s leather 









JOPPER: Brown 
Bootskin; heavy- 
gauge soles. Retail 
at $11.95 











Lis a FREEMAN Shoe 


with lots of “umph”...and plenty of social 
polish, too! Recheck your Fall orders now to 
make sure you can put plenty of push—but 
plenty!—on this fast-moving foursome! 


Get your new Freeman catalog... off the press soon! Reserve your copy by writing now. 


FREEMAN SHOE CORPORATION, BELOIT, WISCONSIN 






CHUKKA: Strap- 
and-buckle; Tan 
Antique Calfskin. 
Retail at $11.95 








THE FOOTWEAR OF SUCCESSFUL MEN 






SKIBO: Buckle, 
“ski strap”; Brown 
Calfskin. Retail at 
$11.95 
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GHILLIE: Brown 
Antique Calfskin; 
double soles. Re- 
tail at $11.95 
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President Truman's recent statement on the nation's economy in which 
he cited "men of little vision" as one of the obstacles to an expanding economy 
could well be applied to one or two shoe trade observers who have expressed the 
view that promotion efforts will not serve to boost retail shoe sales, according 
to informed Washington officials. 








These officials point to the success achieved over the years by the 
promotional efforts of other industries. One major example they quote is the 
dentrifice industry, which initially started to convince the consuming public 
that teeth should be brushed once a day and the dentist visited once a year. 

Now the byword has become "brush the teeth three times a day and see the dentist 
twice a year." 








Another illustration, say these sources, is the apparel industry which 
has enjoyed outstanding success with the promotion of casual and leisure cloth— 
ing for both sexes. It is further pointed out that this has been accomplished 
despite the fact that "people have only one set of teeth, in fact, only one 
body." 











Linking shoe promotion with complete wardrobes for different func— 
tional purposes is one almost sure way of stepping up shoe sales, according to 
these sources. 








Se 22 2. & 


Reports are reaching Washington that Western Germany is about ready to 
make another purchase of shoe leather from the United States. To be financed by 
the Economic Cooperation Administration, as part of the European Recovery Pro- 
gram, approximately $3,000,000 worth of leather will be bought to provide about 
1,000,000 pairs of shoes. This will be the second large purchase by Germany 
during the past year; the first totaled $6.700,000. (BOOT AND SHOE RECORDER, 
Jan. 1, 1949.) 


This initial purchase was quickly converted into footwear and German 
shoe manufacturers have been striving for several months to have their govern— 
ment make the request for additional leather, but opposition from the German 
tanning industry, which preferred the purchase of hides and skins, stalled the 
transaction temporarily. 




















 & 4 8 @ 


Increasing accidents in British industry from "persons falling" has 
resulted in the recommendation that the following slogan might be adopted: 
"The lower the heel, the lower the accident rate." An official government docu- 


ment states that "while the problem of buying or replacing working shoes is 
fully understood, many girls put themselves in unnecessary danger by wearing 


shoes 'fit only for the dance floor'." 
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Will tell the story of 
“Soft Leather Comfort” 


to millions of readers of 
SATURDAY EVENING POST 
» COLLIER’S 

\ ESQUIRE 


t 


J. W. Carter, long the biggest 
name in Kangaroo leather 
shoes, will use dominant 
space this Fall in the Saturday 
Evening Post, Collier's and 
Esquire to tell the millions of 
readers of these great maga- 
zines of the smart styling, 
good looks and real down to 
earth comfort of Carter 
Kangaroo shoes and other 
Carter ‘soft leather” shoes. 


The first advertisement in 
the fall series will appear in 
the Saturday Evening Post in 
color on September 10, fol- 
lowed by Collier's on Sep- 
tember 24, and in the Octo- 
ber issue of Esquire. 


if you are one of the 18,000 Carter 
dealers... here is a powerful selling 
aid. If you are not... better write 


J. W. CARTER COMPANY 
NASHVILLE, TENNESSEE 
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LOCGEN 


Genuine Iguana Lizard 







TRILEAF 
Genuine Iguona Lizord with Suede 











radiant 
reptile 





ALLURING FOOTWEAR 





DAYGEN 


Genuine Alligator Lizard 


Shown in VOGUE, August 15 issue 


NATIONALLY ADVERTISED — Harper’s Bazaar, 
Vogue, Charm, Mademoiselle, Glamour 





DAY 
Gominn Migr tend TWEEDIE FOOTWEAR CORPORATION ¢ JEFFERSON CITY, MISSOURI 
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JRVING R. GLASS. executive vice- 
president of the Tanners’ Council of 
America, told the American Leather 
Chemists Association: 

“Logic and common sense tell us 
that retail prices should be based 
upon costs, and that only with a 
change in costs can there be measur- 
able or important changes in prices. 
But logic does not take account of 
what is actually happening in the 
marketplace. where the impossible 
takes place and prices make costs. 
A struggle between costs and prices 
is unavoidable on the downside of a 





business cycle. The struggle is made 
more acute and serious for produc- 
ers of consumers’ goods by the au- 
thority, policy and bargaining power 
of large-scale distribution. 

“Faced with consumer resistance, 
real, fancied or exaggerated, retail 
distribution seeks to maintain vol- 
ume through lower prices. No one 
can quarrel with that objective: 
everyone will endorse it as the key 
to stability arid prosperity, to wider 
consumption and sounder business. 
Unfortunately, many producing in- 
dustries, including tanning. are 
caught today between rigid and un- 


August |, 1949 


RECORDER 
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yielding costs on the one hand, and 
ceaseless retail pressure for lower 
prices on the other. This situation 
is known as the ‘squeeze’ and the 
victims need relief desperately. In 
the long run it is obvious that goods 
cannot be sold below cost indefinite- 
ly. one side or the other of the vise 
must give way. 





“In the squeeze play now char- 
acteristic of so 


many industrie:. 
there are several important element« 
other than prices. Apprehension 
about general conditions magnifie 
in the minds of retailers and other 
buyers the potential risks of inven 
tory, or of even continuing to do 
business. It is not unusual, current- 
ly, for distributors to feel that their 
burdens of doing business must be 
minimized and that suppliers all 
along the line should be in a posi- 
tion to make prompt delivery after 
the retailer has put his toe in and 
found the water not too cold. In 
shoes and in other leather products. 
distributor buying is frequently de- 
layed at present far beyond the point 
at which a reasonable flow of goods 
can be assured. Sometimes. in fact. 
excessive zeal to have producers 


hold the bag results in an actual 
loss of business at the retail level. 
Nevertheless. the problems of pro- 
duction. of overhead cost and of 
efficient organization put manufac- 
turers into a serious and costly 
dilemma. Curtailment in the ab- 
sence of orders means a rise in unit 
costs; production without orders 
builds up the risk of capital loss.” 


NED SCHWARTZ, Merchandise 


Manager of Women’s and Chil- 
dren’s Shoes at Lord & Taylor, New 





York—in the 


column “Today's 
Shopper” in the New York Sun re- 
cently. advised the consumer: 

“In buying shoes, the integrity of 
an established manufacturer is of 
paramount importance if you ex- 
pect to be comfortably and correctly 
fitted. Get to know the last that 
feels best on your foot after repeated 
wearing and ask for it when buying 
another pair of shoes. The last of 
a shoe is something as close to the 
human foot as you can make it. All 
are different—all conform to dif- 
ferent specifications. Stick to your 
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own last, and you're bound to be 
happy walking in it. 

“Don’t be guided completely by 
what ‘they’ are wearing. Some wo- 
men have the kind of foot that feels 
better in an open-toed model. Open 
toes are fashionable: but so are 
closed toes—and just as right for 
Spring and Summer .... 

“No matter how many pairs you 
already own or plan to buy, remem- 
ber that you will not be happy with 
them unless they have been fitted 
correctly to begin with.” 


—— 


—— 
—_ 


« 


When some women buy a pair of 
shoes, 
The sale is not complete, 
Even though you have their dough 
And they’re walking down the 
street. 
For you can bet that some day vet, 
The dame will find a reason 
To dump them in your lap again 
Later in the season. 





= (IZ 
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REFUND 


“I'd rather have a pair of shoes 
Exactly like my sister's. 
ese give me corns and callouses 
And oh! such awful blisters. 
And do my feet burn! My ankles 
turn. 
I think these shoes are small. 
The leather’s tough; this stuff is 
rough. 


There’s no room across the ball. 


For an oxford tie the heel’s too high; 
It sort of makes me slump. 

Don’t you feel that a higher heel 
Would be better in a pump? 

I wanted blue; so I took a brown 
Though I°d rather have had a 

black 

I just can’t wear these shoes at all. 

Can I have my money back?” 
—Charles W. Singer 


* * * 


ARTHUR L. HERRICK of Ballard 
& Smith, Suffolk, Va., says: 

“I think that the kind of shoe 
business a retailer does, among 
other factors, is regional. There are 
certain aspects that can be fitted 
into conducting a shoe store success- 
fully in any part of the country, 
however. The factor that we have 

most workable is that of 
stocking brand names. We have 


never had the difficulty of dealing 


found 


34 


with price conscious customers. We 
find that brand name customers and 
price conscious customers are not 
the same. Having built our business 
by catering to the one, we do not 
have to face any problems contended 
by the other. 

“The regional factor which bases 
our successful business is the perma- 
nent living conditions of the people 
around here. Our customers have 
either regular employment or a 
regular income from some source. 
Their lives are standardized after a 
fashion. For instance, years back 
someone in the family started to 
wear a certain brand name shoe, 
liked it and not only has never worn 
another brand since but has his 
whole family wearing the same 
brand. People like these, who like 
to stick to an idea, will not look at 
a price tag. It’s the name on the 
shoe that interests them. Prices can 
go up or down and most of the 


~ 


“Ts 


time these people don’t even realize 
that there has been a change. | think 
there are sections like this all over 
the country. 

“We carry the most widely adver- 
tised names in men’s, women’s and 
children’s shoes and the styles we 
stock are not all conservative, as 
some might think. Our women cus- 
temers like fashion styled shoes for 
their dressier occasions. As long as 
we can give them these in the adver- 
tised brands that they demand, we 
don’t have to be too wary of placing 
advanced looking styles in our win- 
dows. It’s not just the fact that they 
have seen an attractive ad for cer- 
tain shoes that caught their fancy, 
that makes a particular brand name 
a permanent seller. It’s after they 
have worn a pair of the shoes and 
have had proof that all the things 
said in the ad about the quality and 
wearing ability of the shoe are true, 
that the customer is made.” 



































“Now, who, I ask uvh heard bod 
piel bog the th oF No fog she 
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National Foot Health Council Sponsoring Event to Teach Parents and 
Children Importance of Foot Care—Shoe Retailers Urged to Cooperate 
in Local Promotions 


THE National Foot Health Council is sponsoring its 
second annual Child Foot Health Month during Sep- 
tember. The objective is to teach children the importance 
of better foot care, good posture, and how to walk 
gracefully. 

During Child Foot Health Month school physicians 
in many states will include the examination of the feet 
in the Fall health check-up. This is now required by law 
in Massachusetts. Rhode Island, and California. The 
governors of 23 other states have indicated their in- 
terest in child foot health education and have referred 
the Council’s request for such legislation to state de- 
partments of health and education. 

During the Summer months children’s feet grow 
rapidly at play. and it is essential to the proper develop- 
ment of the feet that new school shoes be fitted large 
enough to provide for the Summertime foot growth, 
with flexible soles for toe freedom. Children’s feet 
should be remeasured, and fitted with correct 
shoes and hosiery before they return to school. There- 
after the feet should be remeasured every one to three 


size 


months as outgrown footwear is the cause of bone 
and joint defects. and deformities of the feet, legs and 
spine. 

The Foot Health Council is sending out a special 
bulletin to school physicians, health nurses. and to 
shoe fitters. urging the better care of children’s feet. 

Massachusetts was the first State to adopt legislation 
requiring the annual examination of children’s feet. 
This legislation was sponsored by Dr. Joseph Lelyveld, 
chairman of the National Foot Health Council. If 
the program presented for Child Foot Health Month 
is observed by schools, podiatrists, chiropodists, ortho- 
pedists, and pediatricians. foot defects will be recog- 
nized and corrected at an early age, thereby improving 
the physical fitness of future generations. 

The Foot Health Council is providing posters for 
classrooms and health centers, foot health exhibits for 
schools and libraries, and leaflets for children to take 
home. A special bulletin is also being prepared for 
shoe retailers urging their cooperation; it outlines seven 
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essential points in the fitting of children’s shoes, and 
ten basic rules for foot care. 

Suggestions for local promotions of Child Foot Health 
Month have been made by Dr. Lelyveld and are avail- 
able to retailers who desire them. They include: the 
organization of a committee of school physicians, pedia- 
tricians, orthopedists. health officers. school nurses, and 
physical instructors for each state and district in 


order to focus attention on the importance of foot 


care in childhood to improve the physical fitness of 
the nation. Slogans suggested are: “Foot Care Should 
Begin in Childhood”: “Take Care of Growing Feet”: 
“Forward America on Good Feet”: “Children’s Feet 
Need Care.” 

Suggestions are also made for campaigns in news 
papers, including daily releases, foot health sections and 
Sunday feature sections fostering the idea of better care 
of the feet; on the radio, including daily talks by school 


health 


officers, talks supported by cooperative advertising of 


nurses, physicians. chiropodists. podiatrists. 
shoe retailers, spot announcements, and television pro- 
grams; public lectures, to cover talks before groups 
such as Parent-Teacher associations and Mothers’ Clubs, 
public Foot Health meetings, and a Child Foot Care 
Conference: for poster, essay and slogan contests; for 
foot posture contests: for examinations and clinics: and 
for window displays in shoe stores, exhibits of foot 
health progress at civic centers, public libraries, health 
museums, at bank windows and other institutional loca- 
tions, etc. 

In some states the governors will issue proclamations: 
to the press proclaiming “September—Child Foot Health 
Month” and the advantages of the program to improve 
the health and physical fitness of children. Proclama- 
tions may also be obtained from the mayors or health 
officers in each city. 

This program may be adopted in whole or in part 
to meet local conditions. Posters for displays, pamphlets, 
newspaper announcements, radio talks and other ma- 
terial may be obtained from National Foot Health 


Council, P.O. Box 57, Rockland, Mass. 





ANY shoe retailer who does not 
pile up a nice profit in his slipper 
business this coming Christmas has 
very little romance in his soul or 
merchandising instinct. The slip- 
pers we have seen, and the ones we 
show here, are pretty and smart 
and festive looking and, taken all 
in all, are one of the best bargains 
in the entire range of Christmas 


merchandise. 

For the tiniest child or the most 
sophisticated man or woman, a 
pretty or soft, cozy looking slipper 
has an appeal that never stales. We 
have seen it happen too often not to 
know. Incidents like this are typical. 


SLIPPERS 






STAR 


by ELEANOR M. RUTTY 


Clockwise, starting lower left: Soft and warm genuine 
moccasin, fleece-lined; G. H. Bass. Pale blue genuine elk 
moccasin with beading and rabbit fur collar in white; 


Tru-Stitch. Another genuine moccasin hand-beaded by 
Iroquois Indians in palomino color leather with red 
fleece lining. Adjustable bow and patented plug; Shields. 


A Christmas or two ago I gave a 
three-year-old of my acquaintance 
a pair of soft furty slippers. She at 
once slipped her hands into them 
and danced around clapping them 
together. She had been entranced 
immediately by their softness and 
prettiness. Grown-ups are not very 
different in their reaction. The at- 
mosphere of comfort and ease that 
these slippers suggest appeals to 
everyone. 

For a bigger, more profitable 
Christmas slipper season, why not 
start promoting Christmas slippers 
a little earlier than usual this year 
and catch your customer before she 

















becomes too rushed to enjoy look- 
ing over your stock? Try having 
your sales clerk bring out a few 
slippers for her to look at after 
she has completed her other pur- 
chases. Pick some of your newest. 
most attractive styles. Have them 
displayed in a nearby showcase or 
window. Give your clerk a few 
points to mention—the new colors, 
materials, unusual linings, trim- 
mings. comfort features. He can 
point to a slipper that would prob- 
ably please the customer herself, 
or to another that would delight a 
young daughter to take back to 
school. or to still another that would 
be comfortable for the grand- 
mother of the family. We are as- 
suming that he knows there are 
such persons in the family as a 
daughter or a grandmother, of 
course! 

There are so many ideas for sell- 
ing slippers, and selling them early. 


Clockwise, starting lower left: Soft, many-purpose 
leather slipper; Swan. Grey astrakhan scuff with 
red velvet sock lining and red leather heel seat: 
Oomphies by La Marquise. Genuine shearling scuff 
in soft lemon shade; Baranee. “Santa Claus Scuff” 
in red coltskin fleece-lined, also in green: Juyce. 

























ron CHRISTMAS sexerwe 


Nothing Takes the Place of Slippers for Christmas. Why Not Plan Some 
Early Promotions This Coming Year to Catch Your Christmas Shopper 
in Good Time Before She Becomes Too Rushed and Weary? 
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that we can suggest only a few. 
Why not look over your stock a 
little early yourself and begin to 








dream up a few promotions? It 









will pay in the long run. 












Below, top to bottom: Red :atin 
slipper with appliqued purple 
flower and leaves; Honeybugs 
by Holiday Casuals. Embroi- 
dered slipper in red crush-proof 
transparent velvet; Puffs by 
Pfeiffer’s. White metallic bro- 
cade scuff with red satin plat- 
form heel and binding; Renee 
Footwear. Black satin slipper 
with red satin platform cover- 
ing, heel and multicolor Chinese 
embroidery; Frederick - Speier. 
Pale blue satin scuff with match- 
ing marabou; Daniel Green. 


























Above, top: Bootie in beige felt 
with brown trimming; Cobblers. 
Bottom: High-riding slipper in 
kid or colt with automatic shear- 
ling lining, available in brown, # 
red, blue and wine with match. 
ing cuffs; Rest-Rite Comfort 
Slipper by Athletic. 















ACCESSORY 
TYPES 


FROM NOW 


Accessories for dressy afternoon-into eve- 
ning. Black velvet bag by Ingber. Envelope 
bag covered with bugle beads by Lujean. 
Two metal belts by Waistline Jewelry. 
Rhinestone necklace, spray pin and ear- 
rings, matching set by Coro. Three shoe 
ornaments, two jeweled and one in black 
suede with steel beads. all from Ace Bows. 


THERE need be very little hap- 
hazard buying of accessories this 
ceming Fall if you take a little time 
to study the clearly defined style 
trends in the ready-to-wear and 
shoe markets. You have heard a 
great deal about tweeds for Fall— 
tweed suits and coats and even din- 


Left: Tailored accessories for alligator 
and cobra shoes. Smart leather-lined alli- 
gator bag by Lesco. Alligator and cobra 
belts by Schaffer. Tailored gold jewelry. 
necklace, bracelet and earrings by Coro. 






Right: For women who want style at 
a price. Left: Smart plastic suede bag 
by Frederick George. Right: Handbag 
by Dover and belt by Foxcraft, both 
in Plasticsuede from Pinehill Products. 

































Casual, Tailored, Dressy, 


ron PROMOTION 
UNTIL CHRISTMAS 


These Types Are 


Clearly Defined. They Offer Opportunities for 


a Series of Telling—and Selling—Promotions. 


ner dresses. You have also probably 
heard a great deal about more tai- 
lored shoes, many with wall lasts 
or square toes, in polished leathers 
and alligators, on built-up leather 
heels and welt soles. 

Bag and belt and glove manufac- 
turers, as well as makers of jewelry 
2nd scarves. have also been styling 
their lines with tweed costumes in 
mind. You will find many beauti- 
fully made calfskin and_ alligator 
leather-lined, made to hold 
plenty but not over-size. many hori- 


bags. 
zental in shape and with smart top 
handles. Some are still very high in 
price. but others are reasonably 
priced under fifteen or even under 
ten dollars. You may find the identi- 
cal style by the same manufacturer, 
for example. in two different sizes. 
made so that the smaller bag will 
retail for considerably less than 
the larger. designed to give the 
woman of good taste but moderate 


Tailored calfskin accessories. 


all from Lesco. 


Satchel bag, 
leather-lined, good accompaniment for tweeds, 
by Jana. Coordinated bag accessories, left to 
right, comb case, compact, key case and wullet, 
Two belts, one of calfskin, 
the other of suede piped with calf, both from 
Schaffer. Two leather shoe ornaments; Ace Bows. 


income an opportunity to have a 
distinguished style. Belts have been 
made in several different widths 
to please varied tastes. None that we 
have seen are so exaggeratedly wide 
as they have been. All through the 
lines you will find that good styl- 
ing. workmanship and materials 
are being offered the customer who. 
today more than for some time, is 
looking for value for money paid. 

Another important style trend for 
the coming Fall and Winter is the 
use of fine smooth materials for 


















For country or campus casual clothes. 
Corduroy bag and matching belt in 
brown and turquoise plaid by Garay. 


dressier daytime clothes: materials 
like broadcloth and duvetyn and 
velvet. this last used frequently as a 
trimming as well as for entire 
dresses, suits and jackets. For this 
reason, velvet handbags are ex- 
pected to be unusually good and, 
as of course you know, velvet shoes 
will be worn again and probably 
more generally than last Winter. 
Bags in other materials, satin and 
brocade, will be selling by Christ- 
mas time. and bead embroidery 

[TURN TO PAGE 62, PLEASE] 
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Skillful placement of full length mirrors creates an illusion of unity in the suede and shoe 
departments. One hundred customers can be served at once. 


West Coast Firm 
Has Exclusive Suede Salon 


A SHOP devoted exclusively to the 
merchandising of suedes — that’s 
Mandel’s-Wilshire suede salon in 


Los Angeles’ Miracle Mile: an “ex- 
tra sale” that parlayed itself into 
a notable fashion first. 

Because customers trusted the 
quality of Mandel’s suede shoes, 
this Los Angeles firm added a line 
of suede bags and gloves. Because 
the bags and gloves went over. 
they began to add vests and hats 
of suede. And because — but let 
Rose Feigenbaum, buyer-stylist for 
Mandel’s suede departments and 


“Handle with Care” is the keynote to 

suede merchandising. Mandel’s protects 

the. delicate garments with glassed cases, 
individual plastic bags. 


Mandel’s-Wilshire in Los Angeles Is a Unique Example of Hou 


Clever Merchandising and Promotion Can Build Business—Here’s 


How an “Extra Sale” Developed Into a Fashion Trend. 


daughter of the chain’s president. 
tell it: 

“The suede shoe, you might say. 
chaperoned the full suede garment 
into the fashion field. 

“Despite the skyrocketing im- 
portance of this new luxury mate- 
rial, the average woman still knows 
little about the quality, wear and 
care of the suede garment. except 
for the shoes and accessories she 
kas always worn. 

“The entrance of a retail shoe 
firm into the suede garment field 
is, therefore, a logical development. 

“Mandel’s-Wilshire suede salon 
reflects our long experience with 
this material—nine-tenths of our 
shoe business is done on suedes— 
and is designed to do both a selling 
and an educating job in promoting 
fuller public acceptance of this 
fashion trend. 

“Purchaser education as to the 
care of the garment is a major fac- 


tor. At the time of each sale, we 
present the customer with a book- 
let detailing the correct method of 
caring for a suede garment. A gift 
that increases the likelihood of satis- 
fied customers and repeat orders is 
a Cleaning pack, including a small 
rubber sponge to keep the garment 
propeily brushed and dust free. 


The Suede Shop de- 
voted exclusively to 
the merchandising 
of suedes, features 
a “welcome” en- 
trance with green- 
ery that leads into 
the shop, and an 
eve-level display of 
suede garments. 


Two store fronts separated by an intervening build- 

ing entrance—that was the architectural problem 

cleverly turned to advantage in the redesigning of 
Mandel’s-W ilshire, Los Angeles shoe store. 


“Perhaps the greatest boost to 
suede sales has been the develop- 
ment of dry cleaning methods which 
permit restoration of original color 
during the cleaning process. Prior 
te opening our salon, we investi- 
gated this field in order to furnish 
information on competent suede and 
leather cleaners. 
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Shoe News 
Pictorial 


Left — Princess Caroline Mathiide 
of Saxony-Coburg-Gotha now sup- 
ports herself and her children by 
designing and manufacturing wo- 
men’s shoes. Samples shown by the 
princess are mostly light types for 
Summer wear. She lives and has 
her factory in Coburg, Germany. 


4bove—There are top-heavy inven- 
tories in other parts of the world, 
too. Pao “No Squeak” Shun, boot- 
maker for the last 24 years for 
U. S. Navy personnel in Shanghai, 
China, is now left holding the bag 
with the removal of naval units 
from that port. “No Squeak” was 
awarded this nickname because 
practically every peir, whether for 
admiral or enlisted man, invariably 
emitted a woeful squeak when in 
active use. 


Right — High-heeled 
wedgies with crossed an- 
kle straps are also in- 
cluded in the line made 
by Princess Caroline Ma- 
thilde whose livelihood is 
described above. 


Below—lIn addition to a number of shoe factories. Mid- 
dleboro. Mass., has a museum in which are kept many 
possessions of the late Mr. and Mrs. Tom Thumb, world- 
famous circus midgets. Middleboro also has a Tom 
Thumb fan in the person of three-year-old Devid Wilber. 
photozraphed gazing, we think admiringly, at a collec- 
tion of shoes and slippers once worn by the two dwarfs. 
Mrs. Thumb is said to have worn size one and one-half. 


Above—Four unemployed show girls recently adopted 
a new profession and are shown giving expert shines 
to jour employed guests at a luncheon meeting of the 
Saints and Sinners Club in the Waldorf-Astoria, New 
York’s swank hotel. From front to back they are 
Libby Peters, Philadelphia; Jean France, Minneapo- 
lis; Lois Schenck, Philadelphia; and Anne Siena, 
Cleveland. There is a possibility that this will de- 
velop into a vaudeville act which won't hurt the shoe 
shine business a bit. 





Right—In the days of Louis XIV, 
they really made boots what was 
Below—In her left hand, Mrs. boots. Elaine O’Connor tries them 
Helen T. Thompson of Long on for size during a visit to the 
Beach, Calif., holds a wooden George F. Harding Museum in 
shoe once worn by a native in Chicago. Of leather, they were 
the Belgian Congo. In her right made for a postillion rider. 
hand is a miniature pottery shoe 
which came from the South Seas 
—all from her own collection. 


Below—W orn by a beaver poacher, the sole of 

this shoe was adorned with a cow’s front and 

back hooves, designed to baffle the authorities. 

which it did successfully for some time until 

the poacher was caught by a ruse. Holding the 

shoe is Wyoming’s State Game and Fish Com- 
missioner Lester Bagley. 


Above—A man of many hobbies, Edmund Kurtz, concert 

cellist, builds cabinets, bow and cello cases, fixes clocks 

and then, without noticeable pause, hauls out a complete 
cobbler’s kit and repairs shoes for his wife. 


Right — Cabana cos- 
tumes worn by society 
young fry at a Wash- 
ington fashion show. 
The gentleman is Gary 
Beckworth, son of 
Representative Beck- 
worth. His lady fair 
is Deborah, daughter 
of John L. Sullivan, 
formerly Secretary of 
the Navy. 














Keeping In Trim... 


Sketches by MIMI HARNEY 











Celastic, a new material, comes as a fabric and when 

dipped in a solvent can be draped to produce this effect. 

The leaves are of Celastic, combined with vining. Note 

the placques which fit around the draping and are held 
in place by the drapes. 

















wae makes a frame for copy sheet. Drap- 
ing is caught through frame and flows onto the 


floor. This is draped when wet and allowed to 
dry in the desired shape. Side pieces are suspend- 
ed on wires and provide display space for shoes. 



















The author will answer inquiries on window 

by BEN WALTERS display problems. All such inquiries should be 
Walters Display, New York addressed to Mr. Walters, c/o Boot AND SHOE 
Recorver, 100 East 42nd Street, N. Y. 17, N. Y. 
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Timbertone papers form this men’s shoe background. The 
huge stone wall and stone papers produce a startling effect. 





New Materials, Easy and Effective to Work With, Will 
Help to Give Your Window Displays a Professional Air 








Timbertone brick paper is used for this window. Celastic is 
combined with the other material and is draped from the cut-out 
horse’s head to form a focal point for the display. 
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The Peddler Returns 


BACK in the early 30's, when they opened the midtown 
Coward store in the Empire State Building. there was 
quite a luncheon party in honor of the event. with promi- 
nent shoe people, newspaper and magazine representa- 
tives and personalities from the world of fashion in- 
vited to participate. To cap the climax the management 
invited former Governor Al Smith, then head of the 
Empire State Building Corporation. to come down from 
his office and grace the occasion with his presence. Al 
was in one of his friendly and jovial moods, greeting 
everybody with a joke or a wisecrack and recalling the 
old days in Greenwich Street when James S. Coward 
was a renowned figure in the retail trade. 

The former Governor took particular delight in look- 
ing over the photo murals of old New York scenes that 
adorned the walls of the new store. “I remember that 
peddler,” he exclaimed, pointing to a picture of a push- 
cart merchant. Taking his cue from that he launched 
forth into a picturesque description of how the outdoor 
retailers of those days carried the shoes to the cus- 
tomers, argued over price and quality and struck a 
bargain without benefit of store or landlord. on the 
sidewalks of New York. 

That was before La Guardia banished the pushcarts 
and before the peddler gave way to the exigencies of 
wartime, with its shortages of merchandise and com- 
plete absence of the surplus stocks on which sidewalk 
vendors and house-to-house salesmen thrive and prosper. 
The pushcart shoe merchant belongs to the past and will 
probably never return. But it’s astonishing to observe 
how, under the lash of competition, retailing reverts 
to old familiar patterns, and today. we are told. direct 
selling by door-to-door salesmen is again assuming 
fairly substantial proportions in the shoe business. It is 
being conducted on a higher plane, but the principle of 
carrying the shoe to the customer instead of waiting for 
the customer to come to the store is still the drivinz 
impulse behind the practice, which aims to sell more 
pairs by making it easier for customers to buy. 

And so from time to time. in the Saturday Evening 
Post and other magazines, we see large space ads with 
a double-barreled appeal, seeking to sell the consumer 
en the idea of buying shoes from itinerant salesmen and 
also to interest the salesmen in the possibilities of selling 
shoes by personal calls on housewives in their 
homes and business people and workers in the offices 
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and shops where they are employed. The magazine 
Opportunity, which is devoted to the interests of the 
direct salesman, listed in a recent article 20 manufactur- 
ing and distribution sources through which shoes for 
direct house-to-house and office-to-office selling are 
available. 

The Opportunity article went on to say that the direct 
salesman eliminates the inconvenience of shopping. offers 
a larger assortment of styles. and makes it possible for 
customers to obtain more value and comfort from the 
shoes they buy. What kind of a salesman must one be 
to accomplish all these desirable objectives and earn 
$20 to $25 a day for his efforts? The author, Lloyd 
Owens, concedes that it depends upon the individual 
but declares no previous experience is necessary be- 
cause complete instructions and information are sup- 
plied. Neither is any investment required. Selling and 
fitting shoes correctly and comfortably, it would seem. 
is just a question of sending for a kit and reading the 
instruction sheet. 

What will some of our studious. conscientious and 
carefully trained shoe salespeople. who have devoted 
years to mastering the art of fitting shoes. think when 
they learn how much time and effort they have wasted? 


STILL we doubt whether this direct selling business 
is anything which the regularly established shoe re- 
tailers, who have provided convenient and attractive 
stores and engaged skilled salespeople to serve their 
customers. need to get worried or excited about. In 
the first place it hasn't assumed big enough propor- 
tions to warrant any great concern. and we don’t think 
Second. we think the 


great majority of customers would prefer to buy their 


it's going to grow to that extent. 


shoes in stores. where they can choose from wide selec- 
tions and be correctly fitted by skilled salespeople. And 
third. there isn’t very much that regular shoe merchants 
can do about it anyway. 

After all. American business still operates under a 
free economy. Most of us want to keep things that way. 
If some people think they can sell shoes morg success- 
fully by operating on a house-to-house basis. or encour- 
aging that kind of operation, there isn’t any law against 
it. Considering all the implications. we wouldn’t want 
to see anything done to stop it. for if you curb free en- 

[TURN TO PAGE 64. PLEASE} 
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See our exhibit at 
the Convention 
Suite—804A— 
805 A—806 A— 
Stevens Hotel, 
Chicago. 


There are a limited number of dealerships open in towns of 
15,000 or over to men with experience in the shoe business. 
A Health Spot franchise is a way of earning a substantial living 
selling a staple line of quality footwear backed by support 
from the home office by way of inventory and cost controls, 


Sinvcimaiiaumeniae merchandising advice and sales assistance. Write giving per- 
women’s shoe in America sonal details and your business experience. If you can qualify 
HEALTH SPOT $-278 we'll train you with our methods and help you start a business 


that will be profitable now and for years to come. 


HEALTH SPOT SHOE COMPANY OCONOMOWOC, WISCONSIN 
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We Sold Em by the Dozen 


There Was Color, Romance and High Adventure in 
the Shoe Business Back in Those Roaring ’20’s, But 
They Had to Face Competition, Too, Just Like Today. 


BACK in the early 20's, as today, hospitality and friend- 
ly social contact played an important part in the selling 
of shoes. Those were prohibition days and liquor had 
to be purchased from a bootlegger. You never knew 
what kind of stuff you were going to run into next. The 
quality was uniform only to the extent that most of it 
was poor. In Chicago they shot beer with ether to 
give it a kick. Chicagoans seemed to enjoy it, but in- 
variably it gave me a headache after the first drink. 
When the boys at the office would offer to take us where 
we could get a good drink of beer we learned to plead 
a case of business elsewhere. 

Selling shoes with liquor was quite the accepted prac- 
tice but I ran into one deal that made me swear off 
carrying any liquor and I found I could do all right 
without it except in very special cases. A small men’s 
shoe store that I had been trying without success to 
sell for many months had a fire. “Now,” I said, “is my 
chance to get them on the books.” Both partners were 


Chapter II of an Old Timer’s 


Personal Reminiscences 
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heavy drinkers so | proceeded to contact a bootlegger 
who promised genuine Canadian whiskey at $20 a quart. 

The dried mud on the bottle proved that the liquor 
had been buried out in the field as represented. But 
what was in the bottle only a chemist could have told. 
About midnight the buyers started for home, one sick 
and the other groggy. When I totaled up their order 
I found that my commission at 5 per cent just equalled 
the cost of the whiskey and I foreswore that type of 
business henceforth. 

From a business report we had information of a man 
opening a new store in an inland town. Being a live- 
wire I hired a man with a team and wagon to drive me 
and my trunks across country to this place. Backing 
up to the high country porch we unloaded the trunks and 
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Boot and Shoe 




















are Down 


You’ve got decisions to make . . . important decisions. 
And you’ve got plenty at stake. 


What you do from now on is going to make a difference 
...a big difference. The market is trading down in 

price but refuses to trade down in quality. It wants well-built 
shoes in the $7.95 — $8.95 — $9.95 brackets. 

If you haven’t already stocked Yorktown Shoes... 

we suggest that you do... in fact, urge you to. 


Yorktown Shoes strike at the heart of this market, 

a market that scrutinizes quality, that measures value, 
that weighs cost. Yorktown is building volume in 
more and more stores throughout the country, because 
Yorktown delivers what today’s customer demands. 






. 
7 : 
i ed 


IN STOCK—Most Styles to retail for $8.95 


Other Styles $7.95 to $10.95 


write for catalog or for salesman fo call 


GARDINER SHOE CO., Inc. 


FACTORY AND IN-STOCK DEPARTMENT, GARDINER, MAINE. 
Boston Office: 210 Lincoln St., Tel. Liberty 2-7960 
New York Office: 280 Lafayette St., Tel. WOrth 4-8045 














Yorktown Shoés, c/o Solnit Shoe Co: 
17-821 So. Los Angeles St., Los Angeles 
505 Mission St., San Francisco “= - 
sales office: - 
444 Sherlock Bidg., Portland, Oregon. 
At once shipment to ail states west of the Rockies 


pes 
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PENGUIN BOOT 

















AT LAST 


MIKLIKS 


THE 
“ALL AROUND” 


WINTER BOOTS 
YOUR CUSTOMERS 


HAVE BEEN ASKING FOR 


Dickies worn boots that 
keep feet dry and others 
that keep feet warm . 

but now they’ll wear 
MIKLIKS the boot that 
does a combination job as 
no other boot has ever 
done before! Because they 
fill such an urgent and 
long standing need, you'll 
sell MIKLIKS to all your 
customers once they know 
they are available again. 


PUFFIN BOOT 


MIKLIKS 
FOR THE 
ENTIRE 
FAMILY 






SHIELDS FOOTWEAR CO. 


BOMBAY, NEW YORK 
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47 West 34th St., New York 


ORIGINATORS OF CAPESKIN BOOTEES 


Shoes in the News 





“Square Dancers” for men in both elk and blue denim are 

the latest contribution to the fashion from Casuals, Inc., of 

Los Angeles. Bootmaker stitching and rawhide laces add 

authenticity to the leather style, available in eight colors. To 

wear with blue jeans is the denim shoe with wedge sole and 
metal hook fastenings. 


* * * 


Ax important trend which has developed within the past 
few seasons is the appearance of boot influences (such as 
cowboy. Wellington) in shoes for wear during leisure 





Skeebe oxford and high shoe, 

1 unlined, in brown elk, with 

leather or cord rubber sole, 

adaptations of the ski boot 

influence in children’s shoes. 

Both from Step Master 
Shoes, Inc. 











hours, on campuses, etc. Newest twist is the application of 
these styles to shoes for the younger fry. In the men’s field 
a few seasons ago modifications of ski boot styles appeared 
for heavy weather and college wear. Now the same treat- 
ment has been used in shoes for children—in both high 
and low patterns. 





To Open Children’s Store 


Detroit—A new children’s shoe store is to be opened 
late this Summer in the extreme northwestern section of 
Detroit at 20219 West Seven Mile Road by Samuel T. 
Pomerantz, under the name of Palmer’s Shoes. The store is 
located near a new housing project. 

Mr. Pomerantz, with the second basement women’s shoe 
department of the J. L. Hudson Company for the last year, 
was formerly with the Carter Shoe store in Springfield, 
Mass., for twenty years. 
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DETROIT RETAILERS 
OPTIMISTIC FOR FALL 


MoToR CITY shoe business has 
dropped to a steady. unsatisfactory 
level. but with considerable variation 
between individual stores. This dif- 
ference may some basic 
trends in merchandising habits. with 
the better neighborhood stores among 
the hardest hit. Reason appears to 
be the return of more economical 
purchasing. rather than a total drop 
in sales. since the summary of rather 
conflicting store reports this month 
indicates that pairage has held fairly 
stable while dollar volume has 
dropped. 

Probably typical of this is the re- 
port frem neighborhood shoe stores 
that low priced casuals. as well as 
sandals, ballerina types. and some 
sport shoes in general. have been 
selling well in women’s departments. 
while the more staple merchandise 
has not been moving. An unwanted 
result of this has been the creation of 
unbalanced inventories. over-extended 
on the standard lines, while the fast- 
moving novelties have been cleared 
out. Result has been to pose serious 
buying problems for the retailers. 
with a general reluctance to increase 
purchasing commitments at this 
season. 

Rubber goods, incidently, show up 
heavily in virtually all inventories. 
The unexpectedly warm Winter seri- 
ously hurt rubber sales throughout 
the season, and stores in general are 
still carrying last Fall’s stocks. 

Plans for shoe sales are being 
widely discussed. a little earlier than 
usual in the season. but few were 
actually disclosed at press date. 

Outlook for Fall is more confident 
than might seem justified by immedi- 
ate conditions. In the neighborhood 
stores it is typified by Stanley Litin- 
sky, who is optimistic about Fall 
volume, although expecting increas- 
ing drops for the balance of the 
Summer. 

Downtown, M. F. Stonebreaker of 
Crowley-Milner & Company takes the 
strong view that “We all have to 
learn to be salesmen again.” He cited 
lack of public confidence. largely 
stemming from press and radio pseu- 
doanalysis of recession trends, as a 
major cause of the drop in purchasing. 

In somewhat marked contrast. an- 


point to 
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other major downtown department 
store has been enjoving good _ busi- 
ness—but in the popular price field 
primarily. Summer-type shoes were 
reported in “heavy” demand, while 
customers have not even started to 
shop for Fall as yet. 

Closed shoes are slated to be the 
big news for Fall. as the scene is 
viewed by Mr. Stonebreaker,. in which 
he runs somewhat contrary to gen- 
eral predictions. Leaders, as he sees 
it, will include closed platform pumps. 
with blue given markedly more em- 
phasis than in 1948. 

Brown also is expected to be a 
coming favorite, particularly in walk- 
ing shoes. as a result of the promi- 
nence fashion will give to the fleece 
and camel's hair coats for women 
this vear. 

* * * 
HOT WEATHER MOVES 
CHICAGO SUMMER STOCKS 


A PROLONGED spell of hot weather 








Shop in Air-Conditioned Comfort 
Phone TU Ooduard 31680 





Shadow 
Pumps... dark and cool 


ard Schober 








AMERICA'S LARGEST SHOE STORE—WOOBWARD AT GE 5 CIRCUS PARK 


Dark pumps for Summer dress-up 

occasions were featured in this at- 

tractive ad by R. H. Fyfe & Co., 
Detroit. 











in late June and early July helped 
move Chicago Summer shoe stocks and 
left fewer pairs on the shelves for 
clearance sale markdowns. The ex- 
treme heat has continued tze demand 
for whites, spectaiors, and casuals with 
only a minimum of dark shoes sold to 
date. Most retailers are just be- 
ginning to receive their first shipments 
of dark and Fall shoes, and planning 
promotions about the middle of 
August. 

More whites and casuals were sold 
this year than last, although dollar 
volume for June was down on an 
average of 8 to 10 per cent. compared 
with a year ago. Pairage was about 
helf the figure. indicating that con- 
sumers are buying fewer higher 
priced shoes and are concentrating in 
the medium and lower brackets. Most 
retailers are placing their Fall orders 
with the expectation that business 
will be off about 10 per cent. Orders 
were also placed much later this year 
and a scramble for deliveries is ex- 
pected about mid-August. 

Stepins and sandals dominated 
white sales, with very few oxfords 
sold. Ties and other oxford types 
usually begin selling in whites about 
mid-June. particularly to older and 
more conservative women. However. 
there was very little demand for this 
type this year, indicating that this 
buying group is switching to casual 
shoes for comfort. Spectators sold 
well in a few stores, but generally 
speaking the heavy demand was for 
all-whites. 

A few stores began their mark- 
downs in June, but most of the clear- 
ance sales started July Ist or just 
after the July Fourth week end and 
continued throughout July. Most of 
the sales featured Spring and Summer 
shoes. with a good share of current 
whites and casuals being offered. 


* * * 


CLEARANCES FEATURE 
NEW YORK SELLING 


S ALES, sales and more sales—that’s 
the story of July business in New York 
stores. Traditionally a quiet month, 
July has for many years depended on 
its sales of whites to bring customers 
into the shoe stores. This year, as in 
past seasons, most stores started their 
sales on July 5th: some, however. be- 
gan them the preceding week and 
some on the Monday following the 


5! 
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Fourth. In general, reports for the 
first day were “terrific.” The days 
following were about as expected— 
good but not startling. For the first 
day several stores reported that they 
were obliged to turn customers away. 
One owner of a high style, quality 
store was bewildered by the fact that. 
while the first day far exceeded his 
fondest expectations, the second day 
of the sale was a complete flop. Some 

’ stores, true to their established policy. 
held no sales. Markdowns ranged 
from 10 to, in a very few instances, 
as high as 50 per cent. 

No specific buying trend can be 
noted during a sale period; “every- 
thing” is selling, especially, of course. 
Summer shoes. Among these, the very 
naked Grecian type of sandal con- 
tinues to be promoted and sold. very 





often at its original low price. In 
stores which are not holding sales. 
some linen, straw and multicolors are 
moving. One store, well-known for 
its successful prometion of so-called 
“feature” shoes — in the sense of 
featured shoes — reports very good 
business in a 16/8 wedge promoted 
dramatically in striking color com- 
binations. Very successful, the de- 
partment manager says, is the com- 
bination of cocoa, burnt almond and 
green, pointing, he hopes, to a good 
demand for brown this coming Fall. 
A few early Fall shoes are selling 
and the end of the month will bring 
increased business in these, it is 
expected. 

In men’s departments and stores 
business during July has also been 
due to sales. Shoes with woven vamps. 
perforated types and tan and white 
spectators have been the major items 
on sale. Merchants say that business 
has been slow the past few weeks and 
the sales have provided a mild 


stimulus. 
* ¥ * 


SUMMER SHOES MOVING 
IN BALTIMORE 


THE month of July found Baltimore 
retail shoe merchants busy promot- 
ing in advertising in newspapers and 
window displays their Summer inven- 
Yories. Some stores started to reduce 
their merchandise earlier in the 
month, others later. Substantial de- 
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17 WL COST YOU SO LITTLE TO LOOK LIKE A MILLION 














"It will cost you so little to look like 
a million,” said Hess in Baltimore, ap- 
pealing to style-conscious women. 





creases in casuals, dress shoes and 
arch shoes were offered by Hess on 
North Howard Street. 

Linens and shantungs in natural, 
white and colors were going partic- 
ularly well, especially in sandal styles 
with platform soles and walking heels. 
Pumps took second place. One store 
reported that platform sandals in 
white suede, also pastel linen sandals 
in wedgies and all-white linen in 
pumps, were selling well. However. 
the wedge sandal took the lead. 

There was a good response to Fall 
suedes in black and brown as early 
as mid-June. There was very little 
demand for blue. which up to now. 
has been a real style trend. Taupe in 
suede seems to have taken over where 
blue left off. reported one store. 


+ * * 


WEATHER AFFECTS 
ST. LOUIS SALES 


C LEARANCE sales of downtown shoe 
departments and stores were launched 
in July in St. Louis with high hopes. 
by some buyers, and had become the 
general pattern of merchandising 
during the days following the July 
4th holiday, but torrid temperatures 
and a general consumer restraint in 
buying seemed to offer effective coun- 
ter measures to the promotions of most 
shoe men. “You can’t sell ‘em, if 
you don’t get ‘em in the department,” 
one buyer said in appraising the re- 
sults, and in these words he expressed 
pretty well the sentiments of a num- 
ber of shoe men here. 

The hot, humid weather with the 
thermometer ascending to 90 degrees 
and beyond every day during the first 
week of the month held downtown 
store trafic to a minimum, with the 
result that shoe merchants did not 
have an opportunity to obtain a fair 


test of their heavy newspaper adver- 
tising used to promote the selling 
events. And another reason for the 
slow start of the pre-July 4th launch- 
ing of sales in some shoe outlets was 
believed to be a desire on the part of 
many women to spend their money 
for holiday wear which they would 
use on July 4th outings. 

This aided department store ap- 
parel departments, buyers said, but it 
didn’t help them in meeting their 
quotas for shoe departments. Lack of 
interest in shoe department clear- 
ances was especially noticed in the 
companien promotions of handbags, 
which according to some buyers, were 
brushed aside by customers with 
hardly even passing notice. 

Another explanation of the lack of 
response to clearance sales was that 
the consumer still is looking for 
further price adjustments downward, 
and feels that the savings offered in 
forced selling really are not sale 
prices but merely the level of what 
can be expected as normal in the 
months ahead. 


= 2 = 
HIGHER PRICE SHOES SELL- 
ING, OMAHA BUYERS REPORT 


ADVANCE showing of better quality 
women’s shoes priced up to $27 has 
attracted just as much attention and 
resulted in sales volume equal to last 





year's early showing, it is reported by 
one Omaha shoe buyer, while another 
buyer indicated that Midsummer sales 
have been approximately even with 
last year for shoes in the $15-to-$20 
price bracket. 

Double anklet and wrap-around 
anklet Fall styles in black suede with 
5g and 5/16-inch platforms have 
caused considerable interest and 
some buying activity at one store. 
Other styles priced at over $20 and 
reportedly slated to become good 
sellers include a nailhead sling with 
54-inch platform in both black and 
navy suede, a black suede 5/16-inch 
platform with Cuban heel and both 
sling and instep straps, a stripped 
sandal with midway heel and 5/16- 
inch platform in black suede, and a 
black suede naked sling with 5/16- 
inch platform. 
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BAREFOOT FREEDOM 


Buntees give babies the nearest thing 
to going barefoot... flexible soles, 
plenty of toe and grow room, smooth 
inside, low cut ankles and snug fitting 
heels. 






















and wide. Stock No. 050, White; No. 030, 
Red; No. 070, Smoked; No. 
060, Brown. 


| STRIDER— spring heel. Sizes 1 to 6, narrow 


Buntees are like an Indian baby’s moccasins, 
designed by Nature to encourage the normal 
growth of baby feet. Stock these three shoes and you have a 
complete line for your Infants’ Shoe Department. Buntees 
are nationally advertised in Parents’ Magazine. 


wy 





WALKER — spring heel. Sizes 1 to 6, nar- 

row and wide. Stock No. 50, White; No. 
30, Red; No. 60, Brown; 
No. 70, Smoked 
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R. J. POTVIN SHOE CO. 


Campello Station Potents pending 
BROCKTON 26, MASSACHUSETTS Licensed under Potent No. 2,385,743 
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HIKER —extended sole back stay. Sizes 
1 to 6, narrow and wide. Stock No. 510, 
White; No. 310, Red; No. 

617, Two-tone; No. 610, 

Brown. 
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Review of 4 R46 Lxae 


Another buyer said the outlook for 
black calfskin appears to be good. 
élong with snakeskin. Women have 
been buying a genuine cobra _plat- 
form sling in new Fall shades of 
green. wine and grey, while a black 
calfskin sling with bow has been 
catching on. he declared. A draped 
sling was listed as another “comer.” 

Ring lizard pumps with platform 
soles and both high and midway heels 
at $19.95 and matching handbag at 
$12.50 have attracted the “carriage 
trade” at another store. Best volume 
at a third store was said to be in 
white suede sling pump platforms at 
$12.95. 





BUSINESS ACTIVE 
IN MIAMI 


THERE is plenty of activity in the 
shoe business in the Miami area. due 
to some extent to the ever-increasing 
rumber of “clearance sales.” One 
merchant said that not only do most 
dealers have too large an inventory 
for this time of the year. but prac- 
tically everyone is expecting some 
radical changes to take place within 
the next six “Clear the 
shelves and make way for what is 
coming” seems to be the prevailing 
feeling. 

The over-all picture is good. This 
applies to the medium price bracket. 
Women in particular are buying with 
more discrimination and getting what 
they want. 

Whereas this area has always gone 
overwhelmingly to white. many dealers 
report that black is leading at pres- 
ent. A glimpse at the shoe store win- 
dows confirms this. More black is 
being shown than ever before. Black 
and dark sheers continue to be in 
high favor and. of course. a black 
shoe is worn with such a frock. 

Sales in colors have been rather 
quiet for the month. One dealer re- 
ports the most volume in light blue. 
an unusual situation. Some pink and 
yellow are moving. but blue is far 
in the lead. 

Combinations are gaining in favor. 
This is particularly true with the 
classic spectator. Brown and white 
is the favorite in this category. Hart- 


months. 
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ley’s has been doing well with a color 
combination in suede. linen, calf and 
straw. This has a closed toe. open 
heel. criss-cross front trim and _nar- 
row ankle strap. Richards had a 
sling back which was popular. One 
number was pearl gray suede with 
gunmetal trim. 

Milgrim. in Miami Beach. has been 
showing something very Summery— 
pastel leather on white mesh, ankle 
strap. Rothman’s Shoe Salon has had 
some striking new models. ankle strap. 
high heel. in kid or suede. with gure 
metal draping. 

There is some reptile moving. but 
not as much as usual. It is being sold 
mostly in all-purpose travel shoes. 

Anything approaching a casual shoe 
will move quickly. say the dealers. 
This is the bread and butter item with 
many stores. 

Linen. shantung and other fabrics 
are not doing so well. It may be that 
they are rather warm. Suede is the 
number one leather. with calf and 
kid following. 

Multiple sales are not quite so 
much in evidence now as they were a 
short time ago. One dealer explained 
it by saying that women are buying a 
good all-purpose black shoe instead 
of several colors to match different 
costumes. It may reflect a tightening 
up of money. 








Clever ad which Richard's in Miami 
used to dramatize their black and 
white styles. 


SUMMER SALES IN 
PROVIDENCE EQUAL ‘48 


SUMMER business in Providence has 
been good, with most stores running 
about equal to last year and a few 
reporting increased sales. Casuals of 
all types were the biggest sellers in 
the over-all picture. although dressier 
styles of whites and colored shoes 
were up front in the sales report. 
Even in the higher price stores, Sum- 
mer lines were in the medium and 
lower price bracket, indicating that 
women were definitely price-conscious 
about seasonable footwear. Many re- 
tailers report that women bought more 
pairs of shoes than ever before, one 
pair white and others of the popular 
colors to match various costumes. 

In casuals and play shoes, about 
everything moved well. There were 
straps galore. a wide variety of 
colors. wedgies. moccasin types, san- 
dals, prectically all with open toe 
and heel. in flat, medium and high 
heels and in a variety of materials. 
Casuals in multicolors were very 
good. presumably because they may 





be worn with practically all dresses. 

In the dressier styles. white and 
colored linens and leathers are very 
good. Polka dot styles in different 
colors in linens have been popular. 
Spectators are good, especially in 
closed models, on all heel heights. 

Linen pumps with V-throat and cut 
away shank are good. White kid is 
selling, in many instances in more 
conventional styles — oxford types. 
closed pumps with bows. and_per- 
forated vamps with open toes. Mada- 
gascar straw is good for novelty 
lines. and these are sold principally 
with accessories of the same material. 
A few reptiles are selling. 

Several shoe retailers note a marked 
increase in the sale of colored foot- 
wear. One retailer predicts a Sum- 
mer line of colors selling at prices 
which will allow women to buy two 
or three pairs He foresees a big year 
next Summer for colors because they 
enliven a woman’s wardrobe and 
carry out the color scheme of the 
ensemble. 

Accessory sales are good, with 
hosiery and handbags in good volume. 
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HOW TO HAVE 


ermanent Wood Hee! 
Maching 


AT LOW COST! 






















With the GC DRIVE SCREW INSERTING MACHINE, 
screw reinforced wood heel attaching can be reduced 
from 5 to 3 operations with a corresponding reduc- 
tion in costs. And because this machine is fast it can 
lower costs still more! 


The cement-coated drive screw holds the heel 
firmly in place during heel and edge finishing and 
heel nailing, then remains permanently to add a re- 
assuring margin of strength. 


The results? Manufacturers protect themselves, 
their retailers and the wearer at very low cost against 
loose and lost heels. 


Over 20,000,000 pairs have already been attached 
with complete satisfaction. It’s a machine that is rug- 
gedly built to operate day after day with exceptional 
economy. 


Find out exactly how this machine can improve 
the value of your shoes — get complete details from 
your United branch office. 


HEEL SEAT FITTING — This impor pte ncpprab dey ses sos HEEL NAILING — In the final oper 
tant first step in heeling operations yea placed ae era Pp tae ation, maximum security is obtained 
utilizes a heel seat fitting machine to ing Machine which pinata the rend when the hee s nailed from inside the 
create a complementary fit between A i a Ree ea a Seine aaron aa shoe with five nails by'a wood hee 
the heel seat of the shoe and the cup Rn tne eae oe nailing machine 


¢ coated drive screw to fasten the hee 
of the heel 


to the shoe 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Maz ‘yi tig Wl Marke {s 


St. Louis 


SHOE manufacturers say that the number one problem of 
the shoe industry today is one of deliveries. It has been 
brought on by retailers’ holding off on their Fall buying. 
they point out, and is going to be a touchy situation in the 
months ahead. Retailer inventories, their traveling repre- 
sentatives tell them, are low and healthy, and such that the 
shoe merchant should be in a better position to buy than 
he has been for many months. Yet salesmen also report 
that the retailer still is hesitating before placing the bulk 
of his Fall commitments during this period of the second 
swing around the territory. 

General line houses can lessen the difficulties of this 
situation, manufacturers point out, by increasing their in- 
stock departments. And this practice is being followed by 
makers of a number of general line brands. It is more 
difficult, however, with the specialty producers. because 
selling of their lines is more dependent on specific delivery 
dates than shoes in the less highly styled chassifications. 
And since they are not made up for stock, quick delivery 
(especially when, as is expected, the majority of orders 
will be concentrated by many buyers into a relatively short 
period) puts the manufacturer in a difficult position. 

Production, however, is going ahead in this market at a 
tempo near that of last year, and producers are expecting 
a highly succesful Fall season. It is a period, however, in 
which the production end of the industry is somewhat 
apprehensive as to the outcome if the great majority of 
their customers hold off on buying until the last minute. 


Chicago 


BusINEss in Chicago and Midwest wholesale manufac- 
turing headquarters was reported as “spotty” during most 
of July. Orders in some houses were coming in at a good 
steady pace, while others were lagging considerably behind 
those of a year ago. A general estimate placed figures at 
about 6 per cent behind Fall advance orders a year ago at 
this time. This figure tallies pretty closely with those on 
decreased sales in the retail field generally. Retail shoe 
business locally has also been spotty, a factor showing how 
closely retailers’ disposition to place advance orders is re- 
lated to current sales figures. 

Department store buyers have stepped up buying some- 
what, indicating that a little of the pressure has been taken 
off them (temporarily at least) by their merchandise man- 
agers. In some cases, on the part of State Street stores. 
there has been an improvement in ordering of women’s 
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style shoes in medium price brackets. In late June, order- 
ing speeded up somewhat from all sources, indicating that 
retailers are showing a greater dispositien to replenish 
their dwindling stocks than they did six months ago. A 
prolonged stretch of hot weather in Chicago prior to and 
following the July 4th week end stimulated Summer shoe 
sales far beyond expectations, and helped to add to re- 
tailers’ optimism. They continue, however. to order cau- 
tiously and to want fast reorder service. a factor which 
poses a growing problem to factories in planning their 
production program. 

The recent “extra” shoe show held by the Chicago Shoe 
Travelers Association of Chicago resulted in brisk buying 
in women’s high style lines and also in men’s better shoes. 


New York 


A PARAPHRASE of that famous World War I picture 
would certainly fit the shoe production situation during 
the first two weeks in July: “All Quiet on the Production 
Front.” But not all the factories were inactive; several 
reported that they were back in operation after only one 
week of vacation. Those on the job said that they were 
working on late August and early September orders. 

As the general business lull continues, prices command 
the attention of the manufacturers more and more. The 
pressure for lower prices increases as prices on other items 
of apparel go down. Shoe manufacturers are reluctant to 
sacrifice their reputation for quality footwear for lower 
prices. They are willing to make reasonable concessions. 
such as 50c to a dollar. but beyond that they feel that the 
quality of the shoes will be inferior. As mentioned before 
in other reports, several manufacturers were seriously 
mulling over the plan of shifting to a lower price range, 
but they were not completely sold on the wisdom of such 
a move. Others were quite positive about this sort of plan. 
They believed that quality is the number one consideration 
in a woman’s mind, even though she is shopping for price. 
It is their opinion that she has become a more intelligent 
shopper today, and realizes there’s more to consider than 
just price in a pair of shoes. Quality and fashion play an 
important part in her shoe-shopping decisions. They are 
convinced that if they can impress women with the good 
quality of their shoes they will be willing to pay a reason- 
able price. 

When vacations are over, when the results of the shoe 
buying activity during the middle of July are in, and when 
the reaction of business and the public to President Tru- 
man’s recent speech on his economic program sets in, then 
a better impression should be gained about shoe business 
prospects for the rest of the year. 
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COLORS CHOOSE A CROSS COUNTRY 
THEME 







Thirty seven colors in the resort, spring and summer 
line range from deep Desert Night to cool Glacier White. 


Bearing repetition are the highlights of the past season: 


Mojave BEIGE Bayou TAuPE BELMONT PINK 
Suede Kid Suede Kid Suede Kid 
Glazed Kid Glazed Kid Glazed Kid 
Maracain Maracain Maracain 


Tucson Coll 


With a new promotional fillip are the see- America tones: 


Bowie Beige HiaLEAH ORANGE 


Suede Kid Suede Kid 
Glazed Kid Glazed Kid 
Maracain Maracain 


Tucson Colt Tucson Colt 


PawNEE BEIGE 





CROSS COUNTRY COLORS a 
a —— Glazed Kid 

are for single stars or to blend ee  Maracain 

harmoniously in groups for the most Tucson Colt 


dramatic shoes of the new season. 


STANDARD DIVISION NEW CASTLE DIVISION STERLING DIVISION 


en) 


ALLIED KID COMPANY 


BOSTON ° NEW YORK ° PHILADELPHIA ° CAMDEN ° WILMINGTON 
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(pen Laboratory to Fit Disabled Feet 


Boston Institution Sponsored by Manufacturers, Tanners and 
Allied Industries—-Plan to Establish Branches Throughout 


the Country. 


THOUSANDS of persons throughout Central Laboratory or at one of the 
the United States who, because of foot branches which eventually will be 
deformities, hitherto have been unable opened. 

to obtain correctly fitted shoes through The foundation was established in 
ordinary commercial channels will be November, 1947. to develop special 
able to obtain appropriate footwear, it footwear for those who need it. Last 
was announced recently at the opening month the United Shoe Machinery 
of the new Central Laboratory of the Corporation turned over to the founda- 
National Shoe Foundation for Disabled tion its Orthopedic Research Labora- 





ona eg Feet, a non-profit. non-commercial or- tory and its equipment. The Ortho- 

foot cast from ball ganization sponsored by the shoe man- _pedic Research Laboratory was estab- 

point forward, provi- ufacturing, tanning and allied indus- lis 20 vears i 

sion Gelag-tante for ; g & indus- _jished more than 20 years ago in order 
proper toe spring. tries. to search for a mechanical method by 


The Central Laboratory at 92 Brook- which, in accordance with physicians’ 

line Avenue, Boston. will be the head- recommendations, special lasts and 
quarters for several branches to be shoes could be developed for those 
established throughout the United who needed them. 
States, W. W. Stephenson, president, More than 20 steps are required to 
announced at the opening ceremonies. translate a physician's prescription in- 
The first of these branches will be to a special shoe, according to Charles 
opened in Chicago about August 15. . Kilham. director of the laboratory. 
Services of the foundation, he said. One of the most interesting steps in 
will be available through physicians to _ the process involves the use of electro- 
any of the estimated 500,000 people in magnetically “frozen” ball bearings to 
the United States, who because of de- obtain an impression of the bottom of 
formed or crippled feet cannot wear _ the foot. 





ordinary types of footwear. The patient steps into a tray of ball 
Mr. Stephenson pointed out, how- _ bearings, which are small enough to 
Wintel tan: avail ever, that it is necessary for individuals conform to the shape of the foot under 
is used as a pressing eligibl i ‘ice to i 1essure. When the footprint has been 
x eg gible for this ser ice to appear in P P 
make an innermold person by appointment either at the [TURN TO PAGE 63. PLEASE | 
from plastic cork 
compound. 

Surplus cork from in- J Hole drilled into last for proper positioaing Technician inserts into electrically controiled 
nermold is removed to lof 360-degree spirit level, the guiding factor oven plaster mold containing raw plastic to 


insure smoothness. 


in properly shaping last and innermold. be cured and made into a last. 








Philadelphia Clearances Bring 
Good Response 


ALTHOUGH reductions of some Summer shoes in the sales 
throughout the city are not drastic, they have brought a 
lot of customers into shoe stores. In the line of casuals 
which have had a good season in practically every store, 
reduced prices are mainly in pastel shades: the darker 
colors, such as green. brown, red, black, etc.. are still sold 
at regular prices, since many people buy these to wear 
later in the year. Many shoe stores do not expect very dras- 
tic reductions until very late in the Summer season; they 
feel that the regular business they want does not need to 
be urged by cutting prices. Present business is still stem- 
ming to a great extent from the shoe needs of vacationers 
and week-enders. 

Customers buying Summer shoes are interested in the 
new Fall styles. Some stores have given display room to 
advanced showing of Fall black shoes, but these are stores 
whose customers always buy their dress shoes in advance 
of their actual needs. Other stores feel that a too ad- 
vanced showing of Fall styles would detract from the inter- 
est needed to sell the Summer stocks. With the showing 
of new black dresses that usually appears at this time of 
year, most alert shoe stores must have black dress shoes. 

In the Summer shoe lines, this was probably the best 
year shoe stores had in straw sandals. These were probably 
second on the selling list following casuals. Many cus- 
tomers who formerly wore dark shoes in the Summer. 
turned to the light comfort of the straw shoe. 





Railroad Fair Giant Wears Giant Boots 





BASS Weejuns are proved profit-makers . . . easy-to- 
J I P } 


promote favorites for back-to-school and for the 
leisure part of hunting trips. Talk up their 


@ TRUE-MOCCASIN CONSTRUCTION 
@ HANDSEWN GOOD Looks 
@ LIGHT-WEIGHT COMFORT 


Put Weejuns into your Fall promotions... and let 
BASS Ski Boots, Quail Hunters, Foresters, Camp 
Moccasins, and Sportocasins bring you business, too. 


ore jst right fon ils sigan replica of eat Rasyer, vn 


largest animated figure ever constructed. Designed as part G. H. BASS & COMPANY ° Dept. BS-8, Wilton, Maine 

of the Chicago and North Western Railway's exhibit at the 

1949 Railroad Fair, the figure will be able to talk, roll its 

eyes and move its head and arms. Notice size of boots. NEW YORK SALES OFFICE * 658 MARBRIDGE BUILDING 
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We Sold “Em by the Dozen 


I proceeded to sell an opening stock. I 
lined up the samples on the counters 
and as the merchant seemed confused, 
I pulled forward about every fourth 
sample and said, “Now this is about 
what you should have.” 

“All right, send me a case of each,” 
he replied. 

It was a sizable order and the actual 
work was in the writing of the various 
items. Although anybody could then 
buy all the merchandise he wanted on 
open account if he had a good reputa- 
tion or no record at all, the credit de- 
partment was on its toes and found 
that this man had a record of failures, 
bankruptcies and fires over several 
states and the order was never shipped. 


Alls Fair in Selling 


We took such things in our stride, 
working out in the sticks for three weeks 
and staying home for a week for rest, 
relaxation and social activities. We 
talked freely of our prowess to our 
competitors, but I clammed up after I 
told one competitor where I had sold a 
sizable order and he beat it out there 
and talked the merchant into cancelling 
my order and taking his line. 

Competition was keen and each sales- 
man had some personality peculiar to 
himself. One man who traveled for a 
St. Louis house wore a long-tailed frock 
coat and a top hat. He talked like a 
preacher and was probably the out- 
standing character selling shoes. When 
automobiles first came into use by 
traveling men, roads were hazardous 
and often the cars had to be pulled 
through muddy stretches of road. On 
one such occasion this character, after 
a pull-out, asked the farmer what the 
charge was. He often told with much 
gusto the farmer’s answer. “If you 
were a traveling man,” the farmer said, 
“I would charge you $20. But we don’t 
charge the clergy anything.” 

One large candy salesman always 
caused comment wherever he was seen. 
He knew his weight was being dis- 
cussed whenever he saw more than one 
pair of eyes on him. When he would 
come puffing down the station platform 
and several were looking at him he 
would say, “Yes, sir, gentlemen 307 
and a half pounds.” 

My trade mark in the cold weather 
months was a beaver fur cap with the 
bill turned up flat against the forehead. 
I did not wear it as a trade mark but 
as a matter of comfort in that cold 
climate; nevertheless I became referred 
to as the guy with the fur turban. 

On one beautiful bright sunshiny 
morning I froze my nose at 45 degrees 
below zero in Grand Forks, North 
Dakota. I walked about four blocks and 
in that distance was accosted by three 
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[CONTINUED FROM PAGE 48] 


different people one of whom said, “Mis- 
ter, if you don’t do something for that 
nose it’s going to fall off.” I held snow on 
it for a few minutes before going in 
where it was warm and evidently that 
gave it time to thaw out for it never 
did come off. I was met with roars of 
laughter when I entered a store. Finally 
one youngster told me to look in the 
mirror. I did and the snow seemed to 
have had a high content of coal soot for 
my face looked like I was ready to take 
part in a minstrel show. The only ill 
effect was a little pimple that would 
blossom on the very tip of my nose 
every Winter for years after. 

My first car was an open Model T 
touring car with those floppy curtains. 
Whenever the thing wouldn’t run any 
farther I would get out, remove the seat 
and extend a wooden ruler down in the 
gas tank. If the ruler showed no mois- 
ture I knew what the trouble was. in 
20 degree below zero weather I would 
jack up a rear wheel, pour boiling water 
over the manifold and spin the crank 
until the wheel spun and then gently 
lower the wheel so it wouldn’t stop the 
motor. 


No Paved Highways 


Roads were mostly trails and often I 
dragged through mud for miles. Dur- 
ing the Spring thaws there would be 
many places where we had to be pulled 
through on the main highways. My 
low clutch burned out and I had to 
back up hills until I could swing around 
for the incline to let me go forward in 
high so I could get to a garage. Once 
a wheel fell off just as I was about to 
enter a smooth stretch of road. We 
carried chains as we would a pair of 
rubbers and became proficient in put- 
ting them on in the mud anywhere. 

Once you started to slide on a dirt 
road nothing would stop you except a 
higher bank, which usually meant the 
other side of the ditch. I have sat for 
hours with the front end looking up at 
the road and the rear against a fence 
post. At one place near Pierre, S. D., 
I carried rocks for five hours in a cold 
rain trying to get out of a hole but 
always slipped in deeper. Then I had 
to round up a farmer’s horses before 
he would pull me out. 


At least one farmer made a business 
of hauling water and pouring it in a 
low place so we would have to hire him 
to pull us out. Another one dug a deep 
ditch where the snow banks had made 
it necessary to cross his field and he 
had a steady income from all the luck- 
less drivers who had to go that way. 

By this time business had sufficiently 
decreased so that a few sample cases 
would carry all the samples we needed. 
We were then on a campaign to get 


merchants to confine their lines so they 
could buy a representative showing. 
When I told one merchant what was 
wrong with his stock by saying, “‘You’re 
carrying too many lines. You ought to 
cut out some of them,” he floored me 
with: “All right, I'll start by cutting 
out your line right now.” And he did 
just that. I decided that was the wrong 
approach and began to mind my own 
business of selling shoes even though 
it was just filling in holes in the stock. 


Competition Grows Keener 


As stocks began to pile up competi- 
tion became so keen that factories be- 
gan to lose money. Educator shoes 
were made over a patented last and 
only the finest of calfskin and kidskin 
went into their making. This made 
necessary a high price for plain style 
shoes and we lost customers by the 
dozen. A few years later the firm 
liquidated all their stocks, factories and 
equipment and I was out of the shoe 
business. 

Hotels of the 20’s took on the per- 
sonalities of their owners and almost 
any traveling man could tell you where 
to spend a night and where to steer clear 
of a meal. One hotel in Southern Min- 
nesota would not rent a room without 
breakfast, and as the only train left 
before 6 A.M. it meant being awakened 
before 5. But the proprietor started 
early and wouldn’t stop rapping on 
your door until you turned on your 
light which you had to stand up to 
reach. 

Many of the trains we caught in the 
middle of the night. While waiting for 
one of these, with everybody in bed 
including the proprietor, a couple of 
young fellows changed all the morn- 
ing calls on the register. They made the 
late ones an hour early and the early 
ones an hour late. We still chuckle 
when we wonder what happened that 
morning. 

Some of the hotels had heavy ropes 
tied to an iron ring just inside the win- 
dow in case of fire. When a late train 
would disgorge a host of travelers, the 
proprietor would look the crowd over 
and say, “Choose your partner, you’re 
all sleeping double.” Sometimes base- 
ments were pressed into service as a 
sort of barracks for the overflow. 

In one basement room with several 
beds and no ventilation, one man com- 
plained of asthma. He tried to open a 
small window but it wouldn’t budge. He 
went back to bed but awoke from a doze 
panting for breath. He felt around in 
the dark until he found glass and 
kicked it out. Then he slept peacefully 
until morning, when we found he had 
kicked in the glass of an old bookcase. 


(To be continued in an early issue) 
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PLATTOE LAST 
3017-The MADELINE Tie 
14/8 Square Covered Heel, 
Black Suede, Six - Eyelet 
Tie, Long inside counter. 
Sizes now available: A— 
6-6'4-7; B-—5%-6-6%; 

C-5%-6. 





TREDMOR LAST 
3046-The LACONGA Tie 
13%4/8 Wood Kantscuff 
Heel, Black Suede, Patent 
Trim, Six-Eyelet, Long in- 

side counter. 







Sizes now available: A— 
6-6%-7; B-—5%—6-6%; 
C-5%-6. 





HEALTH LAST 
3057-The LUJAC Tie 
12/8 Suede Covered Heel, 
Black Suede, Seven-Eyelet 
Tie, Long imside counter. 
Sizes now available: A— 
6-6%-7; B—5%-6-6%; 

C-5%-6. 


HARMONY LAST 
3062-The BOOTHBY Tie 
14/8 Suede Covered Heel, 
Black Suede, Six - Eyelet 
Tie, Long inside counter- 
Sizes now available: A— 
6-6%-7; B-5%-6-6%; 

C-5%-6. 
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Yhes Z Sa lesme CH 
Werk fer You 


New Fall Miller Styles displayed in your window 
sell for you morning, noon and night—they bring 
the ladies into your store. 

There is a Miller Orthopedic last designed for 
each type of foot—the authentic, popular priced, 
quality, comfort shoe is presented in lovely colors, 
smart and unusual material combinations, avail- 
able from stock. 

Write for folder giving complete description of 


the Fall Advertising and Merchandis- 
ing helps prepared for Miller Dealers. 


Larefoi Freedom 


» 


‘ 


THE MILLER SHOE COMPANY 
CINCINNATI, OHIO 


Orthopedic Direction of 
Albert E. Klinkicht 


él 





“As a shoe store, we are in an ex- 
cellent position to provide accurately 
matched accessories. In addition to 
maintaining complete stocks in a few 
basic shades, we can have shoes, bags 
or gloves made from skins of the same 
dye lot within two or three weeks of 
the purchase of the original garment. 

“A major impediment to populariza- 
tion of suede garments, and one that 
delayed our entrance into this field 
until the close of the war, was price. 
By cooperating with the many new 
West Coast manufacturing resources, 
by quantity buying and by limiting our 
own profits to a minimum, we can 
offer suede garments in a price category 
similar to that of fine fabric clothes. 
Our opening promotion on the suede 
salon, for example, featured shortie 
swing jackets at $39.95, full coats at 
$79.95 and vests at $8.95. 

“Display of garments is an important 
factor. Because sunlight and excessive 
handling can injure suede, we hang 
each garment in a plastic bag. Special- 
ly constructed garment cases with glass 
sliding doors and tops are so lighted 
that colors can be easily seen without 
removing the garments.” 

High style is a keynote to Mandel’s 
outlook: the firm claims to be the 
originator of the “skyscraper” shoe. 
Shown first at the Hollywood branch 
(the other stores are at Long Beach 
and downtown Los Angeles), the four- 
inch heels were appealing at first to 
showgirls, but quickly caught the pub- 
lic fancy and are now a mainstay of 
the Mandel line. 

Another feature 
Smart” department, 


is the “Tall and 
specializing in 


West Coast Firm Has Exclusive Suede Salon 


[CONTINUED FROM PAGE 41] 


youthful styles in the difficult-to-find 
nine to twelve sizes. 

To maintain this reputation for style 
leadership in its suede salon, Mandel’s 
stresses high fashion garments as well 
as California casuals. Such “novelty” 
innovations as suede pedal pushers 
have been introduced, although coats, 
skirts, and dresses remain the best 
sellers. As it expands, Mandel’s suede 
salon will add men’s suede garments 
and fabric garments trimmed in suede. 

Unusual colors, lemon, rose-fuchsia, 
and rum frappe, add fillip to the usual 
green, rust and beiges. 

Opening of the suede salon, with 
what is perhaps the most extensive 
stock of ready-to-wear suede garments 
in the country, was a key factor in a 
remodeling program that made the 
Wilshire store the showcase of the four 
Mande! estabiishments. 

With twice the floor space of the 
original store, the newly designed Man- 
del’s-Wilshire has facilities for serving 
as many as a hundred customers at 
a time. The atmosphere of the store 
is completely Californian, with green 
carpeting and grey stained Philippine 
mahogany showcases and counters. The 
store, including fitting rooms, is air 
conditioned, and a modern intercom- 
munication system simplifies business 
operation. 

Sliding doors in the display windows 
of the shoe salon permit grouping of 
a few related pieces of merchandise. 
The doors may be slid from sight, how- 
ever, for an over-all display involving 
the entire window space. 

Shoe and suede salons are semi- 
detached. Addition of the suede salon 






created a designing problem that was 
cleverly turned to advantage. In ac- 
quiring the additional Wilshire Boule- 
vard frontage for their enlarged store, 
Mandel’s had to disguise the entrance 
of the building that separated two 
store fronts. In addition, a sustain- 
ing wall partitioned the shoe depart- 
ment from the new suede shop. 

To bridge the building entrance, the 
entire store front was faced with 
marble and an eighteen-inch marquee 
was constructed for the length of the 
two shops. The firm name, Mandel’s, 
is flanked on either side by the words 
“suede shop” and “fascinating slippers” 
to give a feeling of unity to the sepa- 
rate entrances of the shops. 

Inside, fitting rooms and wrapping 
desk conceal building elevators and the 
retaining wall. The rear of the suede 
shop, however, opens to the shoe de- 
partment, and clever use of floor length 
mirrors create the illusion of a single 
store. 

Greenery, planted along the entrance 
of the suede shop is repeated in in- 
terior plantings, to invite window shop- 
pers to step inside. Instead of a display 
window, plate glass at an interesting 
angle opens directly into the store. 
Thus a woman meets the displayed 
garment at eye level, and is encouraged 
to walk in to examine it at closer 
range. 

The display is also more easily ac- 
cessible to the window trimmer—an 
important consideration with suede 
garments, which should be changed 
every few days to prevent deterioration 
in strong sunlight. 





Accessory Types 
For Promotion 
[CONTINUED FROM PAGE 39] 


promises to be good, this last a per- 
fect coordination idea for beaded shoes. 
In jewelry, there are many lovely things 
for dressy occasions, as well as an 
unusual amount of tailored jewelry. 
In the dressy types rhinestones are 
going to be good again; also baroque 
pearls combined with gold. Colored 
stones are back again with a new look. 
Bracelets are expected to have a strong 
revival. 

And while you are planning your 
accessory promotions for Christmas or 
before, don’t forget that the casual 
bag in corduroy or woolen or one of 
the soft, sturdy leathers is always in 
demand. And that there are many very 
style-minded women and girls who must 
pay very little for their accessories 


and that for these there are some 
very 
other accessories 


well-designed bags, belts and 
in non-leather ma- 
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Introducing the Heiress, fashioned of 
baby calfskin in flower colors, this ny- 
lon-lined billfold is designed to care for 
coins, currency and other necessities. 
The photo and pass case slips out for 
ready reference. Comes in lemon yel- 
low, azalea pink, carib green and laguna 

blue. From Enger-Kress. 


terials which have been carefully 
matched to leather shoe colors and 
styled in shapes and treatments like 
the most expensive accessories in the 
market. 


Leather Show Hotels 
Listed by Tanners’ Council 


New YorK—The Tanners’ Council 
of America lists the following New 
York hotels, in addition to the Wal- 
dorf-Astoria, which is the headquar- 
ters for the Leather Show, as having 
assigned rooms for exhibitors and vis- 
itors during the period September 7 
and 8: 

The Barclay, 111 E. 48th Street; 
Belmont Plaza, Lexington Ave. and 
49th Street: The Biltmore, Madison 
Ave. and 43rd Street, and Commodore, 
42nd Street and Lexington Avenue. 

Reservations should be made imme- 
diately with these New York hotels in- 
asmuch as the unassigned rooms will 
be released for general use after Au- 
gust 25. 





Kansas Store Sold 


St. Joon, KAN.—The Stephan-Isern 
store, clothing and shoe dealers, here, 
has been sold to McDonald Stores Co. 
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Open Laboratory to Fit Disabled Feet 
[ CONTINUED. FROM PAGE 58] 


made in the ball bearings it is preserved by turning on an 
electromagnetic current which holds the impression perma- 
nently until the magnetism is released. 

Other steps in the process include the making of plaster 
of Paris molds and a special last with a cork innermold. 
The innermold becomes an integral part of the shoe and 
is an aid to the maintenance of lightness in construction as 
well as conformation to the lines of the foot. 

Every effort is made to turn out shoes which have as 
normal an appearance as possible. In most cases. once the 
patient has had a pair of shoes made to his prescription. 
additional pairs can be furnished without the necessity of 
further visits to the laboratory. 

Opening ceremonies of the Central Laboratory were sim- 
ple but scores of visitors from the supporting shoe manu- 
facturing. tanning and allied industries, as well as indi- 
viduals and social service groups interested in providing 
suitable footwear for disabled feet. inspected the premises 
and equipment. 


Downstairs Shoe Store Enlarged 


THE downstairs shoe store of Schuneman’s. Inc., Saint 
Paul. Minn.. has been relocated and enlarged. 

According to Thomas A. Frost. who has been manager 
and buyer for the past ten years, business has increased 
about 20 per cent in the last three-year period. In order 
to continue to grow and also to dramatize more effectively 
the nationally-known merchandise which is carried. it was 
felt important to increase selling space as well as display 
area. 

The new department is located directly in front of an 
entrance which can be gained by a stairway from the front 
street entranceway to the store. making it possible to visit 
the shop without going through the store if this is desired. 

The children’s department was more than doubled in 
space. A complete and separate section for men’s shoes 
has been added. Men’s shoes were formerly not carried in 
the downstairs store. 

Stock carried has been doubled in the new-set-up. 





Promotion Increases Sales 


Of Children’s Shoes 





Fond-du-Lac, Wis.—The Health Spot Shoe Store, here, 
recently conducted a promotion on children's shoes made 
of Colonial elk. Window and counter displays featured re- 
productions of tie-in trade advertising. Store officials re- 
port the sale of children's shoes was up 17 per cent over 
previous weeks. 
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Field ¢ Stream 


Look SPORTS 
Colliers AFIELD 


liberty Outdoor Life 


WRITE FOR NAME OF NEAREST DISTRIBUTOR 
Huskies Division 


Hussco Shoe Company, Honesdale, Pa. 





63 





Representatives in principal cities. 


ROGER KENT COMPANY 









THE “INVISIBLE” SHOE FORM: 
FITS ANY SHOE! FITS EITHER SHOE! 


One ferm for all sizes and styles... casuals, high heels, slings, ankle 
straps, etc. Looks like human foot yet does not hide trade mark on insole! 


EASY TO INSERT * GUARANTEED UNBREAKABLE 
$1 5.00 per dozen pair. 
(Orders for six pair or less will be sent C. O. D.) 
See your local jobber or order direct. 


Write for catalog, “MODERN DESIGN ON DISPLAY.” Illustrates individual 
plastic display fixtures. No obligation, of course. 
Trade Mark registered.* 


211 N. Seve : Sk Dui \1o 





Eye-see becomes I-want when your 
shoes have the precious RANDAK 
appeal — 24 k. gold and silver kid, as 

developed by KOHNSTAMM and made in our 
own Camden tannery. 


RANDAK will not spot or tarnish. Specify this 
Superior metallic leather in your orders. 






: distributed by 
Fr DREHER LEATHER MFG. CORP. 


| 100 Gold Street New York 7,N. Y. 
| se AMERICAN RANDAK CORP. tenner CAMDEN, NA 4 








Editorial Outlook 


[CONTINUED FROM PAGE 46] 


terprise for the other fellow, how do you know he isn’t 
going to try to hinder and circumvent your efforts? If 
it’s inefficient or ineffective, competition usually takes 
care of it. If it’s a good thing for the consumer or the 
public, it has a right to live. 

But perhaps there are some things the regularly- 
established shoe stores might do to make their own 
position more secure. Isn’t it just possible that there is 
a challenge to the regular retailer in this renewed inter- 
est interest in direct selling? Doesn't it perhaps sug- 
gest that there are some things shoe stores might do 
for customers and for themselves that they are not doing 
as effectively as they might. 

We don’t mean that all shoe retailers should send 
their salespeople out to ring doorbells. Perhaps some 
of them might find it worth while to engage a special 
salesman to introduce a particular line by showing it to 
customers in their horaes. What's wrong with calling a 
list of customers on the telephone to tell them about the 
smart new Fall styles that are coming in? Why not send 
out a batch of personal letters to people you know, who 
might possibly have overlooked your ad in last night’s 
paper? Or why not even drop in and see John Jones 
in his office and show him those new golf shoes you are 
featuring? We used to do a lot of things like that, and 
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we figured they all helped. Then came the war, and we 
didn’t need to do them, or maybe we couldn’t because 
we didn’t have the shoes? But now we have the shoes 
and we need the business. Maybe it’s time to do a bit 
of shoe peddling on our own account. 





English Quality Manufacturers 
Plan Exhibition 


Lonpon, ENGLAND—Britain’s quality manufacturers 
are now planning their models for the next “Fashion in 
Footwear” exhibition to be held at Grosvenor House, 
Park Lane, London, from October 10th to 14th in- 
clusive. 

Encouraged by previous success. manufacturers are 
concentrating all their design potentialities on creating 
new lines for the event. The best of the models will be 
reserved for the Footlight Parades, a special high fashion 
feature of the exhibition. 

“Fashion in Footwear” will, of course, not only show 
the best in women’s footwear. Latest styles in children’s 
and men’s footwear will be exhibited. Men’s styling has 
seen many startling changes during the past year and 
Britain’s manufacturers have kept pace with these de- 
velopments. 
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hoe News 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


More Closed Patterns Shown for Late Fall 





Guild cf Better Shoe Manufacturers Emphasizes Tailored Types for 
September and October Delivery—Light Business 
Booked at New York Opening 


NEw YorK—The Guild of Better 
Shoe Manufacturers’ recent showing of 
second Fall shoes for September and 
October delivery featured more smooth 
leathers, more closed patterns and walk- 
ing types than those shown in the first 
Fall lines. Medium and low heels fig- 
ured importantly in these shoes. Brown 
was the leading color in this group. 

Reptiles showed increased popularity, 
especially alligator and alligator lizard. 
Here, other colors, green, red and wine, 
created some interest. In the over-all 
picture, including both smooth and 
suede leathers, colors ran: first, black; 
second, brown, usually the new dark 
Promenade brown; third, navy; after 
that a scattering of green, grey, the 
new grey blue and, at one factory, a 
promotional neutral color as a follow- 
up to balenciaga. Several factories re- 
ported navy a close second to brown 
and in one line it was running neck 
and neck with brown. 


Dressy Sandals Opened Up 


In patterns, opened-up styles con- 
tinued to sell in dressy sandals, as well 
as in some other types. One manufac- 
turer referred to open toe, open back 
“suit shoes” as selling. Some factories 
have emphasized shoes with closed 
backs and toes but opened up in other 
ways and report that these are selling. 

In general, closed patterns shown in 
the Guild’s second Fall lines were in 
medium heel, tailored types and opened- 
up patterns were in the dressier shoes. 
In view of the increased interest in the 
first group, “to wear with the new 
tweeds,” a few manufacturers in the 
Guild have introduced one or two new 
wall lasts. One such manufacturer has 
introduced a “receding” wall which is 
soft and is more rounded than the aver- 
age wall last. Another has taken his 
“flatiron” last and modified it. Still an- 
other manufacturer reports his new 
lasts as “not too pointy.” Nothing radi- 
cally new in lasts was introduced at the 
showing. 

The use of platform soles depended, 
in general, on whether or not a shoe 
was open or closed. Platforms have been 
reserved usually, as in the past, for 
open shoes, especially sandals. The 
popular height varies from one-quarter 
to three-quarters of an inch with the 
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greatest acceptance in the one-quarter 
to one-half heights. Some manufac- 
turers have continued to prefer the 
in-between heights of % and 5. 

Dressy shoes have been given heels 
up to 27/8 but with three-quarters-of- 
an-inch platforms to offset the sharp 
pitch. Most manufacturers are making 
dressy shoes on 22/8 or 21/8 but one 
of the group stressed more dressy 
types on medium heels. In one fac- 
tory, 13/8 and 14/8 heels have been 
added and well received. 

In addition to smooth leather shoes, 
suedes and reptiles, some of the fac- 
tories showed velvets and evening shoes 
in brocades, satins and gold and silver 
kidskins. 

Business on the opening days of 
the Guild showings was light in the 
majority of factories. However, some 
manufacturers reported that they were 
busy and some said that they had had 
buyers in the week before. 





Army Awards Contracts 
For Air Force Shoes 


NEw YoRK—The Army-Navy Pur- 
chasing Office here has announced 
award of contracts to make 339,356 
pairs of black oxfords in two lots for 
the United States Air Force. 

The first lot totaled 39,356 pairs and 
awards went to Doyle Shoe Company, 
22,000 pairs at $4.1475 per pair; and 
General Shoe Corporation, 17,356 pairs 
at $4.30. 

Awards of the second lot, 300,000 
pairs, were as follows: Doyle Shoe 
Company, 80,000 pairs at $3.815; Crad- 
dock-Terry Shoe Corporation, 100,000 
pairs at $3.84; and Endicott-Johnson 
Corporation, 120,000 pairs at $3.845. 





Stores Pool Shoes; 
Hold Sale 


CHARLEROI, Pa.—Shoe retailers in 
this city recently moved to reduce their 
inventories by pooling shoes with a 
normal retail value of $200,000 and 
selling them at drastic reductions in 
time to catch the Summer shopper. The 
sale lasted.four days with all! stores 
remaining open one evening for the 
benefit of men and women unable to 
shop during the day. 


Style Conference 


Open to Industry 


NEw YorRK—L. E. Langston, execu- 
tive vice-president of the National 
Shoe Retailers Association, has an- 
nounced that the Style Conference, 





L. E. LANGSTON 


which immediately precedes the meet- 
ing of the Women’s Shoe Style com- 
mittee, is to be held on September 8, at 
the Ritz-Carlton, this city. 

These Style Conferences always are 
held preliminary to the meeting of the 
committee in order to provide its mem- 
bers with an authentic picture of trends 
in silhouettes, fabrics and colors that 
may affect women’s shoe styles. As in 
previous years, information concerning 
these trends will be presented at the 
Style Conference by leaders in the 
fields of dress designing, millinery, fab- 
rics and color. 

During and since the war, attend- 
ance at these conferences has been re- 
stricted to members of the Women’s 
Shoe Style committee. However, due to 
a growing demand on the part of mem- 
bers of the shoe industry, attendance at 
the September Style Conference will 
once more be open to all shoe retailers, 
manufacturers and tanners. 





Leases New Location 


MiaMI BEAcH, FLta. — The Nankin 
Shoe Store, of Miami, has taken a 10- 
year lease on quarters at 427 Lincoln 
Road, Miami Beach, and will open an 
elaborate footwear and accessory es- 
tablishment at that location about 
September 1. 

The first Nankin shoe store was 
opened on East Flagler Street in Sep- 
tember, 1941, and since then the organ- 
ization has shared in the growth of the 
community. 
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Using Dolls with Heads of Pingpong Balls 





Ottumwa, la.—Wearing leather miniatures of the leather shoes on display, 
twelve-inch dolls were used recently to decorate the center window of the Truefit 
Company ir Ottumwa. The dolls’ heads were pingpong balls on which faces were 
painted with water colors. Modeling clay was used for their coiffures. Comments 
James C. Taylor, Jr., a store executive, “although the display was expensive. it 
helped to stimulate traffic at a time when business was very slow." 





Interesting Program Planned 
For Mid-Atlantic Show 


PHILADELPHIA—At a recent meeting 
in Philadelphia, the joint management 
committee of the Mid-Atlantic Shoe 
Show completed plans for the show to 
be held November 12th to 16th at the 
Hotel Benjamin Franklin in this city. 
Cooperators’ fees will be the same and 
similar lines will be grouped on the 
same floors An interesting program is 
planned, a special feature being the 
smorgasbord luncheon for buyers visit- 
ing the show. 

Members of the joint committee, 
headed by Keith Pickrell, president of 
Middle Atlantic Shoe Travelers Asso- 
ciation, and John Dunn, president of 
Middle Atlantic Shoe Retailers Asso- 
ciation, together with Cal J. Mensch, 
show manager, pointed recently to the 
suecess of the May show, during which 
160 lines were displaved. They also 
emphasized that the November show 
will be not only a Spring showing, but 
also a preview of the footwear expected 
to be popular during the entire first 
half of 1950. 

When polled on the value of hold- 
ing a show during the month of May, 
members said it was the best way of 
developing contacts and goodwill for 
the season ahead. 

It was the consensus of the meet- 
ing that better business lies ahead, 
members expressing the opinion that 
retail inventories are rapidly being bal- 
anced and that there will be sustained 
consumer demand during the last half 
of this year. 


More Rooms Set Aside 
For Next PPSSA 


NEw YoRK — Official application 
blanks for exhibit space at the Popular 
Price Shoe Show of America will be 
mailed September 9, it has been decided 
by Edward Atkins and Maxwell Field, 
co-managers. The PPSSA, under the 
joint sponsorship of the National Asso- 
ciation of Shoe Chain Stores and the 
New England Shoe and Leather Asso- 
ciation, will be held November 27-De- 
cember 1, at the Hotels New Yorker 
and McAlpin, New York. 

Exhibitors at the last Popular Price 
Shoe Show of America in May, which 
set new records-for attendance and buy- 
ing activity, will be given a two-week 
option period in which to reserve the 
space they accupied previusly. This op- 
tion period will expire on September 24 
on which date other members of the 
industry will be mailed application 
blanks. 

Heavy demand for display accommo- 
dations at previous Popular Price Shoe 
Shows has necessitated adding an ex- 
tra floor for room displays at the Hotel 
New Yorker. Shoe exhibits will occupy 
twelve consecutive floors from the fifth 
through the sixteenth at the New 
Yorker. In addition, booth display area 
will be tripled te permit a wider ex- 
hibit of allied lines and accessories. 
Booths will be located on the mezzanine 
and the adjoining west ballroom of the 
New Yorker. 

Several floors of nationally branded 
popular price shoe lines will again be 
shown in the Hotel McAlpin as part of 
the show. 


Dates to Remember 


Fall Shoe Show Associated Shoe Travel- 
ers, Hotel Plankinton, Milwaukee, Wis. 
Aug. 7, 8, 9, 
Spring Showing, Allied Shoe Products 
and Style Exhibit, Hotel Belmont 
Plaza, New York. Sept. 6, 7, 8, 
Opening of American Leathers for 
Spring, Tanners’ Council of America, 
Waldorf-Astoria Hotel, New York. 
Sept. 7, 8, 
Shoe Show, Michigan Shoe Travelers’ 
Club, Hotel Statler, Detroit, Mich. 
Sept. 11, 12, 13, 
39th Annual Convention, National Shoe 
Travelers Association, Morrison Hotel, 
Chicago. Oct. 27, 28, 


National Shoe Fair, Chicago, Ill. 
October 31, November |, 2, 3, 
Spring Shoe Show, Pennsylvania Shoe 
Travelers’ Association, William Penn 
Hotel, Pittsburgh, Pa. 
Nov. 5, 6, 7, 8, 9, 


Spring Shoe Show, Southeastern Shoe 
Travelers’ Inc.,, Sheraton Bon Air 
Hotel, Augusta, Ga. Nov. 5, 6, 7, 8, 9, 


Shoe Show and Shoe Clinic, Northwest 
Shoe Travelers, Inc., St. Paul Hotel, 
St. Paul, Minn. Nov. 5, 6, 7, 8, 


Michigan Annual Shoe Show, Michigan 
Shoe Retailers Association and Michi- 
gan Shoe Travelers’ Club, Hotel Stat- 
ler, Detroit, Mich. Nov. 6, 7, 8, 


Spring Shoe Show, Middle Atlantic Shoe 
Travelers’ Association and Middle At- 


lantic Shoe Retailers Association, 
Benjamin Franklin Hotel, Philadelphia. 
Nov. 12, 13, 14, 15, 16, 


Spring Shoe Show, Southwestern Shoe 
Travelers’ Association, Adolphus, Baker 
and Southland Hotels, Dallas, Texas. 

Nov. 13, 14, 15, 16, 


Shoe Show, West Coast Shoe Travelers’ 
Associates, Haas Bldg., Hotels Bilt- 
more and Lankershim, Los Angeles, 
Cal. Nov. 13, 14, 15, 16, 


Spring Shoe Show, Midwestern National 
Shoe Travelers Association, Hotel Pax- 
ton, Omaha, Neb. 

Nov. 19, 20, 21, 22, 

Annual Columbus Shoe Show, Ohio Shoe 
Travelers Club, Deshler Wallick Hotel, 
Columbus, O. Nov. 20, 21, 22, 


Spring Shoe Show, lowa Shoe Travelers’ 
Association, Hotel Fort Des Moines, 
Des Moines, lowa. Nov. 27, 28, 29, 


Popular Price Shoe Show of America, 
Hotels New Yorker and McAlpin, New 
York. Nov. 27, 28, 29, 30, Dec. I, 


Shoe Show, Empire State Footwear Asso- 
ciation, Onondaga Hotel, Syracuse, 
N. Y. Nov..27, 28, 29, 


Grand Rapids Shoe Show, Michigan 
Shoe Travelers’ Club, Pantlind and 
Morton Hotels, Grand Rapids, Mich. 

Nov. 30, Dec. I, 2, 


Annual Banquet, New England Shoe 
Foremen and Superintendents’ Asso- 
ciation, Hotel Statler, Boston, Jan. 7, 


Market Week, Ak-Sar-Ben Men's Ap- 
parel Club, Inc., Omaha, Neb. 
Jan. 21, 22, 23, 24, 


Spring Shoe Show, West Coast Shoe 
Travelers’ Associates, Hotels St. Fran- 
cis, Sir Francis Drake and Plaza, San 
Francisco. May 21, 22, 23, 24, 
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MILLER TREES 
MAKE 


= lh - 


SALES! 
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Miller Trees mean business — 
extra business! When you’ve made a 
sale, the customer is in the right 
frame of mind to buy a pair of Miller 
Trees. He’ll appreciate your pointing 
out the way to extend the life and 
looks of his shoes. 

Miller Trees sell quickly — faster 
than the shoes themselves — because 
there’s nothing to take off or try on. 
Miller’s are available in four sizes, 
fit practically all shoe sizes by easy 
adjustment lengthwise. Self adjusting 
for width. What’s more, they feature 
foreparts modeled like a shoe last 
and bottoms hollowed out to allow 
for metatarsal pads. Shoe stores 
everywhere are proving that money 
grows on Miller Trees! 


O. A. Miller Treeing Machine Company 


Branch of United Shoe Machinery Corporation 
PLYMOUTH, NEW HAMPSHIRE 


August |, 1949 
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For Fast Sales 


and Big 
Profits! 


Join the hundreds of dealers who find it 


Magical TRIPLE support corrects 


service! Order a trial dozen pairs. 


Doz. Pairs, $24 Gr. 








catalog. 





FOOT APPLIANCE 


OMAHA? NEBRASKA 






Scott's HEALTH-ARCH 


pains! Customers are delighted! Nets you 150% 
profit! Some make a 500%, profit including their 


SIZES: Ladies’ 4-10; Men, 6-12, wide and narrow 


Your name printed on dozen pair orders or more. 
Small type charge on first order only. 






WRITE aan aol 
for complete peop 


AND FOOT SPECIALISTS 


coll 
















pays to feature 


90%, of foot 


Pairs, $277.60 














BOMBAY 


SHIELDS FOOTWEAR CO. 


47 WEST 34TH STREET ° 


THEY’RE THE TALK OF THE TRADE 
SENSATIONAL NEW SEAMLESS 


MOCC-ETTS 
ann BOOTEES 


ty SHIELDS 


ORIGINATORS OF CAPESKIN BOOTEES 


Now you can order all your 
slipper, capeskin and shearling 
specialty footwear for men, 
women and children from one 
great source of supply and for 
the first time from IN STOCK. 
The facilities of the country’s 
greatest producers of this type of 
footwear brings you a long line, 
chock full of fast selling items. 


FOR MEN, WOMEN AND CHILDREN 
NOW IN STOCK 
TO RETAIL PROFITABLY AT 
$4-98 $9.98 $378 


KAMIK 


BOOTEES 


72208 y & 


NEW YORK 
NEW YORK 





Backgrounds Give 





Illusion of Space 





Second floor dress shoe department in Chandler's Shoes, newly-opened Chicago 


store. Shadow boxes are arranged in an 


CHICcCAGO—Newest retail shoe unit on 
State Street in Chicago is the modern 
four-story building of Chandler’s Shoes. 
Dark wall backgrounds combined with 
unusual lighting effects give a feeling 
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almost straight line. 


of spaciousness and permit a number of 
unusual displays. 

The main floor is devoted to casuals, 
welts, sandals, house slippers, and teen- 
age styles. One entire wall area is given 


over to accessories, which consist largely 
of hosiery and handbags. 

Dress shoes only are sold on the sec- 
ond floor and the third floor is currently 
being completed, also to be used for dress 
shoes. Shadow box niches are used for 
correlated displays of shoes and hand- 
bags. 

The State Street store is the third 
opened in Chicago, the others being lo- 
cated on North Michigan Avenue and in 
suburban Oak Park. 





Indiana Has 5-Cent Shoe 


Kokomo, IND.—Instead of the well- 
known 5-cent cigar, Eby’s Shoe Store, 
218 North Main Street, has proved that 
Indiana has a 5-cent shoe in their an- 
nual 5-cent sale. Dress shoes, casual or 
sport shoes for women and growing 
girls were sold during the event with 
the first pair at the regular price and a 
second pair of the same value for only 
5 cents. So as not to neglect the men, 
the store offered a 25 per cent price 
reduction on all Summer dress shoes, 





Adds Children’s Shoes 


CoRAL GABLES, FLA. — Daniels, of 
Coral Gables, has added a “Tots to 
Teens” section to the store’s shoe de- 
partment. 
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Better Feeling in 
Leather Markets | 


CHICcAGO.—Military shoe  procure- 
ments have had a tendency to buoy 
leather markets and may create buying 
to fill government shoe orders. How- 
ever, purchases may be on _ shorter 
range, for there is some indication that 
there may be easing in the leather mar- 
kets. This was revealed in lower bids 
for government shoe orders, reductions 
of from 13% cents to 21 cents per pair 
being noted in the latest prices sub- 
mitted. One factor which may prove 
extremely important is the accelera- 
tion of the procurement procedure in 
reducing the time between the receipt 
of bids and final awards. This undoubt- 
edly will result in speeding up deliv- 
eries. Anyway, military orders are a 
Godsend to the leather industry at the 
moment, particularly at a time when 
civilian business has been lagging. 

Sole leather prices are softer in the 
Midwest, and light bends are in the 
best demand. Business has been slow 
in both medium and heavy bends, with 
considerable interest in low grade 
women’s soles. Tanners report the de- 
clining hide market has helped to pre- 
sent a brighter picture. Price lists are 
more flexible. There is a division of 
opinion in the trade. Certain tanners 
are inclined to enter the market in a 
moderate way to meet requirements for 
the military, while others prefer to buy 
sparingly. 

Calf leather prices have been nom- 
inally lower, and increased buying 
interest is anticipated. Tanners of side 
leather are closely watching military 
shoe channels, where considerable cat- 
tlehide leather will be required in the 
months that lie immediately ahead. 
However, there have been fewer large 
sales of side leather. There is strong 
demand for corrected kips, and these 
are in shorter supply. Sales of work 
shoe elk have slowed up. 

In kid, black suede is selling in every 
price range, with good demand for 
brown. Colors are getting less call, 
and, with the exception of black, glazed 
kid is not too active. Linings are find- 





ing more interest in the market, but 
tanners are reluctant to let them go 
at prices manufacturers are willing to 
pay. Slipper leather is going well, and 
in most every color. 





French Shoe Manufacturers 
Plan Exposition 


PaRIS, FRANCE—The following de- 
tails have been announced by M. Henri 
Carpentier, president of the Associa- 
tion of Shoe Trades, regarding an ex- 
position to Be held at the Maison des 
Centraux, the alumni house of the Ecole 
Centrale, France’s great national en- 
gineering college, at 8 Rue Jean Goujon, 
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A Feather In Your Cap 
And Money In Your Till—That's 


WaHo0 


Daniel Green’s 
Newest Felt! | 












Dont be caught wit 
‘Wahoo... save your s¢gip .. . order 
this little Velvafelt honey straight across 


the board. Tie in with r agg ressive national 


advertising reaching Ml 
customers. Look for Wahe 


IS of your potential 
Il color in 








Wahoo... pull-on 


Velvafelt moccasin with 
contrasting piping. In black, 
red, sand, royal blve and 
green, widths AA and 8. 


SEVENTEEN + LADIES’ HO E JOURNAL + McCALL'S 





Daniel 


reen Company 


DOLGEVILLE + NEW YORK. 





Paris, on September 20, 21, 22 and 23. 
The exposition will be opened on the 
morning of September 20 by the most 
important leaders of the shoe industry. 
It is sponsored by the National Leather 
Council, the National Federation of the 
French Shoe Industry and the Trade 
Chamber of Parisian Shoemakers. 





Store in New Home 


Detroit — The U. S. Quality Shoes, 
a store established about two years ago 
by S. Urnovitz at 8919 Linwood Ave- 
nue, has moved into a new location at 
7740 West Grand River Avenue. 


Beck to Open Store 
In Atlanta 


ATLANTA, GA—The A. S. Beck Shoe 
Company, of New York City, is pre- 
paring to open a retail store here at 
54 Whitehall Street, SW., and has 
signed a 20-year lease for the store 
site, located in the Connally- Building. 
A $100,000 remodeling job is planned. 

The lease is based on a percentage of 
sales, with a minimum guarantee of ap- 
proximately $400,000. A. J. Weiss, 
Beck’s vice-president, represented the 
ecmpany in closing the deal. 
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WHAT WILL THEY WEAR AFOOT AT THE HALF 
WAY MARK OF THIS 20TH CENTURY? 


One thing is certain, 1950’s shoes will be the most colorful footwear the American 
consumer has ever seen. Pull-overs for these history making fashions have already 
left designers boards and the leathers from which they will be made are presently 
in tanners’ dye vats. Boot and Shoe Recorder tells their whole story in detail, 
STYLING, TEXTURES, COLORS in a glamorous editorial pageant Sept. Ist 


and with it, a factual presentation of the economics of your current selling and 





future prospects for shoe sales to 


20,250 A.B.C. Audited 
2 COLORS Net Paid Subscribers 


, 


Ce) TEXTURES 


Ce) STYLING 





RECORDER LEATHER ISSUES 


are distinguished by the volume and quality of their Leather 
Advertising. Tanners of all types of Leathers make seasonal 
announcement of their colors, services and promotions in these 
awaited issues. They are well timed too for advertising by the 
Allied Trades, Suppliers, Manufacturers and Service Organiza- 
tions integrated to the making and selling of shoes, and for Shoe 


Manufacturers with timely Fashion or Promotion stories to tell. 











Boor AND SHOE RECORDER Orriciat OPENING 


A Chilton @ Publication od 
100 East 42nd Street AMERICAN LEATHERS 


New York 17, New York FOR SPRING 1950 


FORMS CLOSE AUGUST 15th WALDORF-ASTORIA oe SEPT. 7, 8 
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ACTIVE SALESMEN 


IN YOUR WINDOW 


FOR FALL— 


card at right in Brown 
with Autumn Yellow and 
Orange, 8" x 14". Five 
other texts to choose from 


$1.00 each, 3 for $2.25 


MATCHING 
PRICE TICKETS 


In Stock in 60 prices 
30c doz., $3.00—12 doz. 


Also other Fall 
tickets in stock 
—All One price— 


Fiiw 
nll 
Go 


Natural Blonde Finished 
Wood CARD HOLDERS 


As Illustrated— 











4 








$2.10 ea., 5 for $16.00 _— 





WRITE TODAY for Circular 'F' and sample tickets 


AUGUST Miata, 


iA 


MODERN YOUTH FOOT FAVORS 


Ready to Ship: No. A-825, Little 

Gent's Rose Tan Analine Side upper; 

retan leather sole with rubber 

heel; Blucher has brass eye- 

lets. B and D widths, 
124 to 3. 


Only 
$2950 


pr. 
Net-30 










Also: A-855; 

same in 8'/2 

to 12 sizes 
D width . 


BE SURE to send your name for August mailings of folders show- 
ing Modern Youth Foot Favors, Men's Work Shoes, Women’s Dress Shoes. 
They're full of great sales builders, in stock. 





Put ‘Sell’ in your windows 


209 S. STATE ST. e 





MERCHANTS SERVICE DEPT. 


BOOT AND SHOE RECORDER 
CHICAGO 4. ILL. 















Wo house every Live Retailer should know 


C. W Marks Shoe Company 
FOOTWEAR FOR EVERYBODY 
41S. Wells St., Chicago 6, Ill. 


Established 1870 













Women’s Shoe Output 


Above 1948 for May 








Production 


Percent of Change, 





’ May 1949 
om 2 (thousands of pairs) Compared with 
Kind of Footwear ee ee eee a eee See ee a = 

May 1949 April 1949 May | April May 

(preliminary) (revised) | 1948 1949 1948 — 
Shoes and Slippers, Total. 34.958 37 ,626 33,974 — 7.1 + 2.9 
Shoes, sandals, and playshoes.... 31,317 34.262 30,858 — 8.6 + 1.5 
Men’s.. Daiiewaee’s ee 7,242 7.790 7,828 -7.0 | — 7.5 
Youths’ “‘Nipgit eb, 1,216 1,209 1,252 + 0.6 — 2.9 
OS Ee ae ees 16,087 17,537 14,244 — 8.3 | 412.9 
~ SS A ee 2,045 2,317 2,221 -11.7 | — 7.9 
IR oa 5nd 's 5 wate PAS ae 1,909 2.180 2,311 ~12.4 | 17.4 
Infants’ 1, 803 2,087 1,887 —13.6 | — 4.5 
a a ee en | 1,015 1,142 1,115 —i1.1 — 9.0 
Slippers for housewear..........| 3,203 2,931 } 2,688 + 9.3 +19.2 
Athletic shoes............ eo8 227 i a 262 + 5.1 —13.4 
Other footwear........... vee] 211 217 | 166 — 2.8 +27.1 

{ i 








Minus sign (—) denotes decrease. 


WASHINGTON, D. C.—Footwear pro- 
duction in May totaled 35 million pairs, 
7 per cent under the April output, and 
3 per cent above the 33,974 thousand 
pairs produced in May 1948, according 
to the Bureau of the Census, Depart- 
ment of Commerce. 

Total production exceeded the May 
1948 level, despite declines in all cate- 
gories except women’s footwear. The 
13 per cent rise in this classification 
more than offset decreases in other 
categories. 


August |, 1949 


The seasonal decline from April lev- 
els was reflected in all types of foot- 
wear except youths’ and boys’ shoes, 
slippers for housewear, and athletic 
shoes. Women’s footwear production of 
16 million pairs was 8 per cent under 
the April total. Output of men’s shoes 
decreased by-548 thousand pairs from 
the April total of 7828 thousand pairs. 

Shipments of 34 million pairs in 
May were valued at $116 million, an 
average price per pair shipped of $3.39, 
as compared with $3.55 during April 


and $3.59 in May 1948. 

Comparative production figures for 
May and April 1949 and May 1948, and 
the per cent of change from the two 
earlier periods are shown in the accom- 
panying summary. 





Predict Seven-Month Output 
May Almost Equal 1948 


New YorRK.—Following its recent es- 
timate of a June production of 41,000,- 
000 pairs, 6.7 per cent higher than that 
during June, 1948, the Tanners’ Council 
of America recently announced a July 
estimate of 35,400,000 pairs, 10.8 per 
cent more than in the same month of 
last year. “If both these estimates 
should prove reasonably accurate,” the 
Council said, “the total for the first 
seven months will be 267,770,000 pairs 
which will be less than 1 per cent below 
1948 and 1.5 per cent more than in the 
comparable period of 1947.” 


Shoe Firm to Build Own Store 


AKRON, O.--Wagoner-Marsh Shoe 
Store, 174 S. Main Street, Akron, has 
awarded a contract for building a three- 
story and basement store to cost ap- 
proximately $300,000. 
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WHAT WILL THEY WEAR AFOOT AT THE HALF 
WAY MARK OF THIS 20TH CENTURY? 


One thing is certain, 1950's shoes will be the most colorful footwear the American 
consumer has ever seen. Pull-overs for these history making fashions have already 
left designers boards and the leathers from which they will be made are presently 
in tanners’ dye vats. Boot and Shoe Recorder tells their whole story in detail, 
STYLING, TEXTURES, COLORS in a glamorous editorial pageant Sept. ist 
and with it, a factual presentation of the economics of your current selling and 





future prospects for shoe sales to 
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RECORDER LEATHER ISSUES 


are distinguished by the volume and quality of their Leather 
Advertising. Tanners of all types of Leathers make seasonal 
announcement of their colors, services and promotions in these 
awaited issues. They are well timed too for advertising by the 
Allied Trades, Suppliers, Manufacturers and Service Organiza- 
tions integrated to the making and selling of shoes, and for Shoe 


Manufacturers with timely Fashion or Promotion stories to tell. 
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FOR FALL— 


card at right in Brown 
with Autumn Yellow and 
Orange, 8" x 14". Five 
other texts to choose from 


$1.00 each, 3 for $2.25 


MATCHING 
PRICE TICKETS 


In Stock in 60 prices 
30c¢ doz., $3.00—12 doz. 


Also other Fall 
tickets in stock 
—All One price— 





Natural Blonde Finished 


ACTIVE SALESMEN 


IN YOUR WINDOW 









Also: A-855; 
same in 8/2 
to 12 sizes, 








Wood CARD HOLDERS 
As Illustrated— 














$2.10 ea., 5 for $10.00 //7-—— 








203 S. STATE ST. e 





WRITE TODAY for Circular 'F' and sample tickets 
Put ‘Sell’ in your windows 


MERCHANTS SERVICE DEPT. 


BOOT AND SHOE RECORDER 


i! a ~~ a 


CHICAGO 4, ILL. 








D width . . . $2.40 
pr. 
Net 30 

BE SURE to send your name for August mailings of folders show- 


ying Modern Youth Foot Favors, Men's Work Shoes, Women’s Dress Shoes. 
They're full of great sales builders, in stock. 


AUGUST SPECIAL 


Mortons TET 


MODERN YOUTH FOOT FAVORS 


Ready to Ship: No. A-825, Little 

Gent's Rose Tan Analine Side upper; 

retan leather sole with rubber 

heel; Blucher has brass eye- 

lets. B and D widths, 
12'/. to 3. 


Only 










Wa house every Live Retailer should know 






C. W Marks Shoe Company 
FOOTWEAR, FOR EVERYBODY 
41S. Wells St., Chicago 6, Ill. 

Established 1870 








Women’s Shoe Output Above 1948 for May 








. Percent of Change, 
Production 





: May 1949 
: : (thousands of pairs) Compared with 
Kind of Footwear a ee Eee, Ck, er ee Cet ris as 

| May 1949 | April 1949 May April May 

| (preliminary) | (revised) 1948 1949 1948 
Shoes and Slippers, Total. 34.958 37 ,626 33,974 — 7.1 + 2.9 
Shoes, sandals, and playshoes.... 31,317 34, 262 30, 858 — 8.6 + 1.5 
Men's... ero 7,790 7,828 —-7.0 | -—7.5 
Youths’ and boys’...........| 1,216 1,209 1,252 | + 0.6 — 2.9 
Labo oh Oe ee pa 16 ,087 17 , 537 14,244 } —- 8.3 +12.9 
RRR RCI IE TS | 2,045 2,317 2,221 -11.7 - 7.9 
Sn = es bok swe seen = | 1,909 2.180 | 2,311 —12.4 | -17.4 
OT reece 1,803 2,087 1,887 | —-13.6 | — 4.5 
Ree Ae ee ae 2 1,015 1,142 1,115 -11.1 -— 9.0 
Slippers for housewear.......... | 3,203 2,931 2,688 +9.3 | 419.2 
Athletic shoes. .......... ein 227 216 | 262 + 5.1 —13.4 
Other footwear......... 211 SiF- 4 166 —- 2.8 +27.1 





Minus sign (—) denotes decrease. 


WASHINGTON, D. C.—Footwear pro- 
duction in May totaled 35 million pairs, 
7 per cent under the April output, and 
3 per cent above the 33,974 thousand 
pairs produced in May 1948, according 
to the Bureau of the Census, Depart- 
ment of Commerce. 

Total production exceeded the May 
1948 level, despite declines in all cate- 
gories except women’s footwear. The 
13 per cent rise in this classification 
more than offset decreases in other 
categories. 


August |, 1949 


The seasonal decline from April lev- 
els was reflected in all types of foot- 
wear except youths’ and boys’ shoes, 
slippers for housewear, and athletic 
shoes. Women’s footwear production of 
16 million pairs was 8 per cent under 
the April total. Output of men’s shoes 
decreased by.548 thousand pairs from 
the April total of 7828 thousand pairs. 

Shipments of 34 million pairs in 
May were valued at $116 million, an 
average price per pair shipped of $3.39, 
as compared with $3.55 during April 


and $3.59 in May 1948. 

Comparative production figures for 
May and April 1949 and May 1948, and 
the per cent of change from the two 
earlier periods are shown in the accom- 
panying summary. 





Predict Seven-Month Output 
May Almost Equal 1948 


NEW YorRK.—Following its recent es- 
timate of a June production of 41,000,- 
000 pairs, 6.7 per cent higher than that 
during June, 1948, the Tanners’ Council 
of America recently announced a July 
estimate of 35,400,000 pairs, 10.8 per 
cent more than in the same month of 
last year. “If both these estimates 
should prove reasonably accurate,” the 
Council said, “the total for the first 
seven months will be 267,770,000 pairs 
which will be less than 1 per cent below 
1948 and 1.5 per cent more than in the 
comparable period of 1947.” 


Shoe Firm to Build Own Store 


AKRON, O.—Wagoner-Marsh Shoe 
Store, 174 S. Main Street, Akron, has 
awarded a contract for building a three- 
story and basement store to cost ap- 
proximately $300,000. 
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Style 13352 
Pat. wrap around 
Strap Pump 
Sizes 2 to 6 and 6'2 to 9 


for all kiddies up to Five: 
Popular priced shoes with quality 


features make Kreider’s brands easy 
to sell. 


A 
pe 
The €.5. KREIDER (0. 


to choose from. 
Choice juvenile 


pearance. 
stock. 





Attendance Good at 


Detroit Show 


Detrroit—The July Shoe Show con- 
ducted by the Michigan Shoe Travelers 
Club at the Hotel Statler proved to be 
somewhat smaller than usual, chiefly 
as a result of heavy advance selling by 
many travelers, who found their Fall 
merchandise pre-sold to a large extent. 
However, actual business signed at the 
show was reported fair, and attendance 
was good, especially by upstate Michi- 
gan retailers. 

Emphasis was predominantly upon 
novelty shoes for Fall lines. Black suede 
was easily the outstanding item in this 
field. Sports shoes also attracted much 
attention, mostly for early Fall delivery 
in spectator sports styles. Black suedes, 
here, shared the spotlight with brown 
elkskins, with a considerable demand 
as well for saddle oxfords. Interest in 
style shoes was zt a minimum for this 
show. 

The show was followed by a joint meet- 
ing of the Travelers Club and the Michi- 
gan Shoe Retailers, to coordinate plans 
for the Annual Shoe Fair, to be held 
here Nov. 6, 7 and 8. Build-up for the 
fair will be paramount from now on, 
with only one monthly showing sched- 
uled before that date, in September. 
Both August and October shows will be 
skipped to allow shoemen to concentrate 
upon the big November fair. 
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 Eudonscd 


by @® PARENTS 
@ MERCHANTS 


A complete line of infants shoes 
with more than thirty different styles 


leathers, 
construction with Goodyear welt ap- 
Immediate delivery from 
Nationally advertised. 


LEBANON 1, PA. 











Weil... 


prewelt 











M. K. Weil sells quality far below reg- 
ular wholesale price. 
1000 styles of nationally known branded 
shoes from which to choose. Let Weil 
know your needs. 
“quality shoes since '32.” 


Weil buys quality shoes in 
any quantity at any time. 


| M. K. WEIL SHOE CO. 


1215 Washington Ave. « St. Lovis 3, Mo. 


Here are over 


While in town see 











Made General Manager of 
Thom MeAn Chain 


New YoRK— The appointment of 
Lafayette A. Tremblay as general man- 
ager of the 460 Thom McAn men’s and 





L. A. TREMBLAY 


boys’ shoe stores has been announced 
by Ward Melville, president of Melville 
Shoe Corporation, which owns and op- 
erates the Thom McAn chain. 

Mr. Tremblay’s entire business ca- 
reer has been in the shoe industry. 
Upon graduation from the University 
of Pennsylvania, he worked in the 
style departments of two New England 


shoe factories, later went on the road 
as a factory salesman. 

He started with Melville in January, 
1926, as an assistant buyer. In 1934 
he became assistant sales manager for 
the McAn men’s and boys’ stores, and 
in 1938, sales manager of the com- 
pany’s safety shoe division. He has 
been director of operations for the 
men’s and boys’ stores for the past 
two years. 





Model Store in High School 


NasHua, N. H. — A model classroom, 
equipped with fixtures, counters and 
display cases like those found in a mod- 
ern retail store, will be created at 
Nashua Senior High School with a 
$1,200 grant made by the Sears-Roe- 
buck Foundation. The new department 
will be used in the distributive educa- 
tion course. 

Arrangements for the grant were 
made by J. Paul McKilop, teacher co- 
ordinator of distributive education at 
the school, and Robert Davis, manager 
of the Nashua store of Sears, Roebuck 
& Co. 





New Store Planned 


CoLuMBIA, S. C.—The Secretary of 
State has issued a charter to Rice- 
Tomlinson, Inc., of Florence, S. C., 
which proposes to deal in shoes, men’s 
and boys’ clothing. 
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Evans and Souther Head Salesmen’s Bureau 





HARRY J. EVANS 


NEw YorK—Harry Jay Evans of Los 
Angeles, who is serving his second term 
of office as president of the National 
Shoe Travelers’ Association, has as- 
sumed the presidency of the Bureau of 
Salesmen’s National Associations. He 
succeeds George B. Colonna of Hamp- 
ton, Va., president of the National As- 
sociation of Men’s Apparel Clubs, 
which, together with the N.S.T.A. and 
the National Association of Women’s 
and Children’s Apparel Salesmen, make 
up the bureau. 

In the rotation of bureau officers, 
Norman N. Souther of Chicago, secre- 
tary-treasurer of the National Shoe 
Travelers’ Association, has been named 
vice-president of the bureau, succeeding 
Fred Baruth of Pittsburgh, secretary 
of the National MAC’s. 

During Mr. Evans’ recent term as 
president of the West Coast Shoe Trav- 
elers Associates, that organization 
achieved its greatest growth in member- 





NORMAN N. SOUTHER 


ship, becoming the second largest affili- 
ate of the N.S.T.A. 

Mr. Souther has been a member of 
the National Shoe Travelers’ Associa- 
tion since its formation in 1911. Secre- 
tary-treasurer of that organization 
since 1942, he was its president in 1938. 
As early as 1919 he began crusading for 
an organization to combine the work 
and advantages of existing strong sales- 
men’s national associations. The effort 
culminated in the formation of the bu- 
reau in 1948, and much of the credit for 
the latter’s inception and subsequent 
success is attributed to Mr. Souther by 
his associates in the movement. He is 
still an active salesman, representing 
the firm of Manning-Gibbs, makers of 
women’s slippers. 

The bureau is cooperatively main- 
tained by the three salesmen’s associa- 
tions as a joint staff for handling Wash- 
ington relations and public information. 





Little Bargain Hunting in 
Children’s Shoes 


TORONTO, ONT.—A department store 
buyer indicates that price cutting in his 
children’s department doesn’t seem to 
stimulate much action during quiet pe- 
riods. 

There has been a steady trade coming 
in from customers who want regular 
merchandise, and the bargain tables 
don’t seem to interest them, he says. 
Style seems to be more of a factor in 
developing business. Ankle straps, two- 
straps, cross-straps, monk straps, have 
all been in demand and there is interest 
in colors, too—red, green and blue—but 
the volume is necessarily limited due to 
the need for economy on the part of 
the average parent. Patent is still the 
big all-round seller. 
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Women’s Department Moved 


WILKES-BARRE, Pa.—The Lazarus 
Store has moved its women’s shoe -de- 
partment from the second to the first 
floor, where it occupies conspicuous 
space opposite the stairway and near 
the elevator. The children’s shoe de- 
partment remains on the second floor. 
Relocation of the women’s department 
has given a definite boost to sales, de- 
clares P. E. Petroski, buyer. 





Men’s Shoes Added 


LOGANSPORT, IND. — Brumbaugh’s 
home of Richman Brothers clothing, at 
Broadway and Fourth, have added a 
men’s footwear department in a con- 
venient location on the ground floor of 
the building. 








CUT 
SUNBURN 


from your display costs 





vith Iuffea - Chem 


TRANSPARENT SHADES 


Never again need you take big losses 
on sun-damaged display merchan- 
dise...nor bother with awnings that 
can’t protect against reflaced” light, 
or canvas strips that hide your best 
advertising. Just install famous Infra- 
Chem Transparent Shades! This ex- 
clusive “miracle material’’ shuts out 
fading ultra-violet rays, yet keeps 
your windows attractively visible all 
day. Many other advantages, too! * 
See why over 75,000 merchants now 
cut costs and boost sales the Infra- 
Chem way. Write for facts—TODAY! 


MAIL COUPON TODAY 


for free hfa-them data 














& YES—Rush me new brochure, samples of ® 
; Infra-Chem, and estimate data. All 
4 without charge. y 

a 
: Mir Position i 
f a 
8 STORE NAME : 
© innntss TS-254 (496) ; 


RANSPARENT SHADE CO. 
501 N. Figueroa St., Dept. 168-H 


Los Angeles 12, California 
*CAUTION: Infra-Chem is our secret, 
exclusive process. Beware imitations! 








_COLT-CROMWELL’S 
Eye-catching... 


KID BOOTS 


IMMEDIATE DELIVERIES 


Fancy Multi-Color Stitching 
Glamourous White Underlays 
Sporty White Bindings 
Dashing Underslung Heels 
Non-Slip Heel Linings 


YOUR CHOICE OF 2 STYLES 


Style 764 Style 754 
Tan Brown 
Vamp Vamp 
Brown Kid Red Kid 
Top Top 
PRICES: 


8!/.-12—$4.80 pr. 
12'/2- 3—$5.40 pr. 
3'/2- 6—$7.20 pr. 


Write today for our 
GOLDEN ANNIVERSARY 
CATALOG 
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DOES OUR SET-UP 
| MAKE SENSE TO YOU? 


AC’ PHYL-FLEX FLATS 
1. Over 100 numbers in Women’s & Misses’ Lo- 
Heels IN STOCK. 
2. Priced for profitable selling in the volume 
$4-$5 field. 
3. Direct from the manufacturer for the utmost 
in values. 


4. Size-Ins as you want them and when you 
need them. 


If all this makes sense — write for catalog 
| PHYLLIS SHOE COMPANY 
| LOWELL, MASSACHUSETTS 
MASSACHUSETTS Ii 





Van Bowersox Killed 
In Auto Accident 


OAKLAND, CALIF. — Van Bowersox, 
West Coast sales manager of the 
women’s division of Florsheim Shoe 
Company of Chicago, was killed recent- 
ly in an automobile accident near New- 
hall, Calif. 

Mr. Bowersox took over the West 
Coast territory for Florsheim the early 
part of this year and had recently been 
joined by his family in Oakland, where 
he had made his headquarters. He was 
returning from a sales trip to Los An- 
geles at the time of the accident. 

Prior to taking over the Pacific 
Coast territory, Mr. Bowersox repre- 
sented Florsheim in the Midwest for 
about 4 years and made his home in 
Arlington Heights, IIl. 


Edgar M. Reed 


ROCHESTER— Edgar M. Reed, vice- 
president of E. P. Reed & Co., manu- 
facturers of women’s shoes, died here 
July 15. He was 60 years of age and 
had been associated for 40 years with 
the business which was founded by his 
grandfather. 
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Obituaries 





Frank Taylor 


Hupson, Mass.—F rank Taylor, pres- 
ident and treasurer of Thomas Taylor & 





FRANK 


TAYLOR 


Sons, Inc., of Hudson, died July 8 at the 
age of 79. The immediate cause was a 
series of heart attacks. 

Mr. Taylor had been president of the 
firm since 1923. Son of the founder of 
the business, he devoted his life to the 


production and improvement of shoe 
gorings, and perfected the firm’s chief 
product, Shugor. His father built the 
first loom of its type for weaving elas- 
tic thread into webbings, and the son 
became a master of loom design and 
manufacture as well. 

He was interested in civic affairs in 
Hudson, and in his relations with his 
employees he established mutual inter- 
est and understanding. 

Mr. Taylor’s nephew, Robert Taylor 
Dawes, is vice-president and assistant 
treasurer of the company. 


Earl T. Smart 


MARION, O.—Earl T. Smith, presi- 
dent of Smart & Waddell, Inc., which 
operates two shoe stores in this city, 
died recently at the age of 77 following 
a long period of poor health. He and 
his brother-in-law, Homer Waddell, es- 
tablished the business of which he was 
head, forty-three years ago. 

Active in trade, church and civic 
affairs, Mr. Smart was a former presi- 
dent of the Ohio Valley Retail Shoe 
Dealers’ Association; founded the 
Smart Sunday School class of Epworth 
Methodist Church 41 years ago and 
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beautiful bentply... 


The smartly styled interior of this colorful 
Stetson Shoe Shop combines contemporary 
decorating with modern Thonet Bentply 
jurniture. The chairs and stools are attractive 
and comfortable—and the entire setting 
creates a pleasant atmosphere for the 
customers. For over 100 years 

Thonet has been known for furniture 

of quality and distinction 


Folder No. 4812 giving detailed information 
on Thonet Bentply and Bentwood Furniture 
will be sent promptly on request. 





was its teacher for several years; and 
served at various times as Marion 
safety .director, member of the city 
council and of the school board. At the 
time of his death, he was a trustee of 
the Marion County children’s home. In 
Marion and Columbus he was a mem- 
ber of and had held offices in several 
Masonic organizations. 

Surviving are his widow, three chil- 
dren, four grandchildren, a brother and 
one sister. 





John E. Funnell 


BuFFALO, N. Y. — John F. Funnell, 
63, manager of the shoe department at 
The Kleinhans Co., died July 6th at Ft. 
Erie, Ont., where he was visiting. 
Death was attributed to a heart condi- 
tion from which Mr. Funnel] had suf- 
fered for about seven years. 

Mr. Funnell was associated with 
Kleinhans for 32 years. He previously 
was manager and buyer in the shoe 
department of the old J. L. Hudson Co., 
here. Born in Buffalo, he was edu- 
cated in local schools. 

Surviving are his widow, the former 
Mary Anderson; three sons, a daugh- 
ter, and a sister. 


Gilbert Marsh 


AKRON, O.—Gilbert “Si” Marsh, 72, 
one-time president of the Wagoner- 
Marsh Shoe Co., Main Street, Akron, 
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which also had a shoe store in Canton, 
O., died recently in Barberton, O., fol- 
lowing a long illness. 

Before he retired from active busi- 
ness, he operated the Akro-Agate Co., 
Clarksburg, W. Va., manufacturing 
marbles and fine china. 





Joseph Gorney 


RED WING, MINN.—Joseph Gorney, 
superintendent of the Red Wing Shoe 
Company, died here recently following 
a long illness, at the age of 62. 

Mr. Gorney was born in Winona, 
Minn., in 1887, came to Red Wing when 
he was 18 and entered the employ of 
the Red Wing company with which he 
had been connected for 44 years at the 
time of his death. 

Surviving are his widow, Mrs. Mabel 
Maxwell Gorney; one son, Ray; a 
brother, four sisters and two grand- 
children. 





Henry J. Stine 


CINCINNATI — Henry J. Stine, 70 
years old and for more than 30 years 
associated with the Potter Shoe Com- 
pany, died recently at his home, 1615 
Fairfax Avenue, Walnut Hills. 

Mr. Stine was floor manager prior to 
retirement eight years ago. 

He leaves his widow, Mrs. Anna Mae 
Guilfoyle Stine; a sister, Mrs. Stella 
Schultz; and two granddaughters. 


STETSON SHOE SHOP, PITTSBURGH, PA. 


New York °* 






Thonet Chair 3001 and Stool 601 


ONE PARK AVENUE, NEW YORK 16, N. Y. 


SALES OFFICES 


Chicago °¢ Statesville, S. C. 


Marner Lutinsky 


DetroIt—Marner Lutinsky, Detroit 
shoeman for a quarter century, died 
recently after a long illness. 

He worked in shoe stores in Detroit 
and Flint in the early twenties, and 
opened his own store on Oakland Ave- 
nue, here in 1926. Two years later, he 
sold out and went to Reading, Pa., 
where he opened a shoe store. 

In 1932 he returned to Detroit and 
opened Marner Shoe Store at 11510 
Dexter, at the bottom of the depres- 
sion. He operated this until the time 
of his death, taking in his brother as 
a partner about two years ago. 

In February, 1948, he and his son, 
Stanley, opened Marner’s Family 
Shoes in a new northwestern section 
neighborhood at 13330 West McNich- 
ols Road. 

He is survived by his widow, Mrs. 
Jean A. Lutinsky, and his son. 





Leslie L. Weaver 


CLEBURNE, TEX.—Leslie L. Weaver 
of Cleburne, sales representative for L. 
B. Evans & Sons, slipper manufactur- 
ers, passed away at his home here Sat- 
urday, July 2. Mr. Weaver traveled 
Texas and Oklahoma. 

His death followed a three-month ill- 
ness. 

Surviving are his widow and one son. 
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SHOE MITTENS 
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IN STOCK IN FLORSHEIM, 
STETSON, NETTLETON AND 
OTHER BRANDS. 














RETAIL CcOosT 
3 PAIRS 40) 
BOXED $144 
$2.00 BOXES 
Custom knit 
Shoe Mittens 


are back again 
with Brand Names 
knit in. Let us tell 
you how you can 
have your store 
name knit into each 
mitten AT NO EXTRA COST. FOR FREE 
SAMPLE AND INFORMATION WRITE: 


TREINIS BROTHERS, INC. 
120 PLYMOUTH ST., BROOKLYN I, N. Y. 
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MEN'S SHOES 


Oe A 6 EE ES 


Brockton 15 Mass 


W.L. Douglas Shoe Co 


New York Offices 
New York 1 

West Coast Offices 
Los Angeles 


508-510 Marbridge Bidg 
New York 

401-402 Haas Bidg 

14, California 
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About Shoe People 





Al J. Munch is among the shoe traveler 
elders whose record is an inspiration 
to younger salesmen. At 73 he is still 
one of the top sellers of Stepmaster 
children’s shoes, covering Indiana, IIli- 
nois and Wisconsin. During his forty- 
four years on the road he has used 29 
autos, and has his order in for his 
thirtieth. He is reefing his sails a bit 
by giving up all of Indiana except the 
Northern part to Martin Phelan who 
covers Kentucky. 

* ™ ™ 


Roberts Bros. of Springfield, IIl., 
have appointed Robert Allen head of 
the shoe department. Mr. Allen, a 
former Springfield man, has been asso- 
ciated with the Nunn-Bush Shoe Co., 
in Michigan and Wisconsin, for the last 


seven years. 
* tk OK 


Fred G. Donahoe has been named 
buyer of Samter’s women’s shoe de- 
partment in Scranton, Pa. He was 
formerly identified with Dey Brothers, 
Syracuse, N. Y. 

~ ~ * 

Jimmy Boatwright, former co-owner 
of Boatwright and Thompson Shoe 
Store in Carrollton, Ga., has opened a 
shoe store at Fair Hope, Ala., just 
across the beach from Mobile, Ala. 

~ x * 


George Sheaff, manager of the J. M. 
McDonald store, Wayne, Neb., for the 
past three years, is going to Canon 
City, Colo., to manage the company’s 
new store. He will be succeeded at 
Wayne by Don Wolf, formerly as- 
sistant manager. The J. M. McDonald 
company now operates 46 stores with 
family shoe departments in Nebraska 
and neighboring states. 

* * x 

Wolford’s shoe store, Casper, Wyo., 
operated by Walter Wolford, is spon- 
soring a team in the Junior Sportsmen 
softball league this season. 

x ~< * 

James B. Smith has announced that 
he plans to move his shoe department 
to The Style Shop, Camden, Ark., 
when remodeling of the building is 


completed. 
~ x ” 


Seymour Feitler, formerly with the 
International Shoe Co. of St. Louis, is 
now representing the Foot Pleasure 
Shoe Co. of St. Louis, Mo., on the West 
Coast, and is making his headquarters 
at 10332 Wilshire Blvd., in Los Angeles. 

m = * 

E. M. McCubbin is now representing 
the Heywood Shoe Co. of Worcester, 
Mass., in conjunction with the Wall- 
Streeter Shoe Co. of North Adams 
Mass., which he has been representing 
for some time. He is covering all ter- 
ritory from Denver west for both com- 
panies and is located in San Francisco. 


Shirley Haines, assistant manager of 
the downtown store of the Vogue Shoe 
Company, Houston, Texas, has been ap- 
pointed manager of the Vogue Shoe 
Store in River Oaks, at 1977 West Gray 


Street. 
* = é 


Forrest Taylor has joined Stewart- 
Merritt Company, Inc., Greenville, S. C., 
as manager and buyer of the shoe de- 
partment. 


* * * 


Elliot Phillips, owner and manager of 
Phillips Bootery, has reopened his store 
in North Hollywood. He is now located 
at 5257 Lankershim Boulevard in a 
much larger and ultra-modern store. 

~ a x 

Lloyd Lingel, associated for the last 
14 years with Florsheim Shoe Co. in Los 
Angeles, San Franciszo, and Des Moines, 
has been named shoe buyer for Silver- 
woods’ six Southern California stores, 
it has been announced by L. F. Over- 
gard, president of Silverwoods. 

> ~~ cd 

L. L. Lingle, who has been managing 
Florsheim shoe stores for the past fif- 
teen years, has been made shoe buyer 
for Silverwoods stores in Southern Cali- 
fornia with offices at the main store at 
Sixth and Broadway in Los Angeles. 

* * * 

Frank Irions has opened a shoe con- 
cession in Gladys Tevis’ exclusive ladies’ 
ready-to-wear store at 1115 State St., in 
Santa Barbara, Calif. Mr. Irions has 
been connected with Capewell of Oak- 
land for the last ten years. 

ca = a 

William R. Wesley and his father-in- 
law, H. R. Saltzman, formerly of Pitts- 
burgh, have opened a new family shoe 
store at 2141 Eagle Rock Boulevard, Los 
Angeles, under the name of Wesley’s 
Shoes. They also own Wesley’s Shoe 
Store on Ventura Boulevard in Studio 
City, Calif. ss 


Hollis Van Amrige of the J. F. Mc- 
Elwain Co., plant in Nashua, N. H., was 
elected secretary of the Nashua Indus- 
trial Management Club at the organiza- 
tion’s annual meeting held at the 
Nashua Y.M.C.A. 

* * * 

Jack Riley, manager of the Thom 
McAn Shoe Store, 23 Peachtree Street, 
N.E., Atlanta, Ga., has been presented 
a 15-year pin by Ward Melville, presi- 
dent of Meiville Shoe Corporation. 

7 * * 

Frank L. Helm has been appointed 
manager and buyer for Walker’s Slip- 
per Shop, 18 West Forsyth Street, 
Jacksonville, Fla. 

x ~ as 

A new Berlands’ shoe store opened 
recently at 450 E Street, San Bernar- 
dino, Calif. The store is under the man- 
agement of Lee Miller and has a perma- 
nent staff of four. 
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STUDENT FAP 


dance footwear and accessories.” 








SOFT TOE BALLET 
SELVA DANCE FOOTWEAR IS THE CHOICE OF DANCE STUDIOS IN YOUR TOWN! 


Selva Dance Shoes Are Nationally Advertised. 
Acclaimed by 
Dancers. 


MANUFACTURERS 
1607 BROADWAY, N.Y. 19 


“For a quarter-century we have dedicated our- 
selves exclusively to the development of finer 


SELVA & SONS, INC. 


Bring Dancing Dollars Into YOUR Shop With 


SELVA DANCE SHOES 





HARD TOE 








ACRO SANDALS 


the World's Most Foremost 
Write For Price Lisi. 











Annual Outing Held by New York Boot and Shoe Travelers 





Everit B. Terhune, Jr., advertising manager of Boot and 
Shoe Recorder (right), presents Recorder cup and con- 
gratulates winner Ai Davidson, of Maytowm Shoe Mfg. Co., 
at annual outing and golf tournament of Boot and Shoe 
Travelers Association of New York. Clarence Heyde, of 
Recorder advertising staff, and William Burger, of United 
Last Company, in background. Mr. Burger is president of 


the association. 


NEw YorK. — Approximately 150 
members and guests of the Boot and 
Shoe Travelers Association of New 
York gathered at the North Hills 
Country Club, Douglaston, Long Island, 
on July 14, for the annual outing of 
that organization. 

There were 88 golfers while the 
remainder participated in events of 
other kinds arranged by the committee 





Caught by Recorder cameraman at golf tournament and 
outing of Boot and Shoe Travelers Association of New York 
were, left to right; William Monsees, Julian & Kokenge Co.; 
John McNamee; William Burger, association president; 
Henry Coghill; Henry Kaye, Wall-Streeter Shoe Co.; War- 
ren Kotkebeck, Zulick Shoe Co. Eighty-eight members and 
guests participated in the golf tournament and competed 


for a large number of prizes. : 


in charge. There were two main golf 
contests, one open to both members and 
guests, and the other, for the trophy 
presented by BooT AND SHOE RECORDER, 
open to members only. Both contests 
were won by Al Davidson of Maytown 
Shoe Manufacturing Co., whose score 
gave him a leg on the trophy and whose 
low gross won for him the match open 
to both members and guests. Harold 


H. Callahan, of Cellini Sho2s, Inc., won 
a television set and there were numer- 
ous prizes for others who participated 
in events which were a part of the day’s 
outing. 

In charge of arrangements was a 
committee headed by O. E. Hoskinson, 
William Burger, Charles Havranck, 
secretary-treasurer of the association, 
William Monsees and Harry Coghill. 





Col. Harold S. Wonson Dies 


BRIDGEWATER, MAss.—Colonel Harold 
S. Wonson, treasurer of the Common- 
wealth Shoe and Leather Company, 
died from a heart attack on July 22 
while driving from his home here to 
his office in Whitman, Mass. He was 64. 

Col. Wonson, one of the most promi- 
nent statisticians in the industry, was 
a graduate of the Massachusetts Insti- 
tute of Technology, class of 1907, and 
entered the shoe industry with the old 
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W. H. McElwain Shoe Co., in 1910. 
Later he became superintendent of the 
International Shoe Company plant at 
Manchester, N. H., leaving that firm to 
become treasurer of the Commonwealth 
Shoe and Leather Co. in 1930. During 
the war he was associated with the 
quartermaster general with the rank of 
lieutenant colonel. 

Active in industry affairs, he had 
served as president of the New England 
Shoe and Leather Association as well 
as in other capacities. He was also a 


director of the Bridgewater Savings 
Bank. 

Funeral services were held July 24 
at the Central Square Congregational 
Church in Bridgewater, of which he 
was a member. 

Surviving are his widow, Mrs. Ruth 
Wonson; a son, Harold S., Jr., of 
Minneapolis; two daughters, Mrs. 
Marcia Lillard of Sharon, Mass., and 
Mrs. Mary Metcalf of Bridgewater; 
and one sister, Mrs. Mabel Goldthwaite 
of Gloucester, Mass. 
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THEO TAP TIE 


Style 17—New 
“‘Feather-flex’’ 
construction with 
over-the-toe 
» master taps, un- 
/ attached, in black 






iN 
Child’s 514/ 
A&C $2.75; 


patent or white 
leather. 


5/12, M $2.50: Misses’ 1214/3, 
Girl’s 314/9, AA & B $3.00. 


Style 18—In pink 
satin only, with new 
“Feather-flex’’ con- 
struction, no break- 
ing in required, 


HARD TOE BALLET 
$4.00. Bunny toe 


él 
pads for use with 


Style 18, M & L, per pair, $ .50. Full and 
half sizes, 10/1214, D; 13/6, C & D. 


ACROBALLET 
"SANDAL 


Style 1—Sueded 
. elk sandal in fawn, 
black, white, red 
or green, $ .75. 
Style 8C—Same 
as style 1, with 6-iron crepe rubber sole, 
$1.25. Full sizes, child’s 8 to women’s 9, 
one width. 





re ae 


ha 


HANDMADE + HAND-LASTED 
There is a service charge of 15c per pair on 
orders for less than 12 pairs of a style; 
25¢ on 3 pairs or less. Terms—Net 30 days. 
ORDER NOW! 


Promoted by R. H. Macy 


NEw YORK—The appointment of 
Miss Keren Coxe as acting market 
representative for millinery, women’s 
hose, and women’s and children’s shoes 
(upstairs and basement) in the corpo- 
rate buying division of R. H. Macy’s & 
Co., Inc., effective July 1, was an- 
nounced recently by Harry Kullman, 
Jr., director. Miss Coxe, who is cur- 
rently executive assistant to Miss Helen 
Peters, market representative, will suc- 
ceed Mrs. Peggy Weiss who has re- 
signed. 
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PLEATED-TOE 
BALLET 


Style 10—Unlined colt 
leather in black or 
white, with non-skid 
sueded elk leather sole, 
$1.90. Style 12—Same 
as style 10 with FULL 
LINING, $2.15. Style 11 
—FULL SOLE PRACTICE BALLET, same as 
style 10, with full sole, $1.90. Full and half 
sizes, child’s 8 to women’s 9, one width. Small 
sizes include elastic across instep, 









“re 


COMMENDED 
PARENTS 


DANCE FOOTWEAR 


WORLD'S LARGEST DANCE FOOTWEAR 
MANUFACTURER AND DISTRIBUTOR! 





PRIMA, Ine. 


4 705 Ann Street, Columbus 6, Ohio 


BD Fleet: Maken tothe Wor Gonsration * 


Store Remodeled 


Los ANGELES—The Shoeland, located 
at 4366 S. Central Avenue, Los Angeles, 
has just been completely remodeled by 
its owner, A. Daniel Urfrig. 

The new lighting fixtures, flooring 
and chairs have completely trans- 
formed the store, which features Flor- 
sheim shoes for men, Play Poise for 
children, and a complete line of na- 
tionally advertised casuals for women. 

Prior to moving to Los Angeles, Mr. 
Urfrig owned and managed three shoe 
stores in Chicago. 


New Trends Discussed by 
Allied Kid Stylist 


St. Louis—The first showing of 
Allied Kid Company’s 37 new colors for 
resort, Spring and Summer 1950, was 
given recently at the Hotel Sheraton 





Two advance Spring styles in glazed kid- 
skin from Allied Kid Company. Top: 
Striking combination in black and white 
by Grace Powell. Bottom: One of new 
multicolor combinations by Meri Miller. 


before men’s and women’s shoe manu- 
facturers. These “Cross Country Col- 
ors” were shown in pullovers from 
French, Italian and American desig- 


ners. Miss Rhea Nichols, addressing 
the gathering, stressed new style 


trends, using the pullovers to illustrate 
many of her points. 

Striking treatments, she noted, will 
be very important, such as sharp color 
contrasts. These include black patent 
leather with white kid and neutrals 
with sharp colors. Examples of these 
are Tawny Beige with Hialeah Orange, 
bright blue with beige, and others. She 
believes, she says, very much in multi- 
color combinations as making good 
weekend shoes, adaptable to many 
clothes. She likes the new light grey, 
which can carry over into Summer com- 
bined with white. There will be style 
importance in leather on leather ap- 
pliqués, sometimes in the same color and 
surface as the shoe it is trimming. 
Other trends include zig-zag treatments 
on throat and vamp; the use of wide 
collars and of beading. 

As part of their style service to man- 
ufacturers, Allied Kid Company is sup- 
plying manufacturers with drawings 
of some of the outstanding pullovers 
and complete color information includ- 
ing a list of color combinations. Lining 
colors have been dyed to go with all 37 
new “Cross Country Colors.” 





Store Has New Manager 


Co.toraDo City, TEx.—Arthur Kelley, 
formerly of San Angelo, recently took 
over management of Kelley’s Shoe 
Store here. Kelley formerly was mana- 
ger and buyer for the shoe department 
of Hemphill-Wells in San Angelo. 

His new store features shoes for the 
entire family as well as hosiery and 
bags. It is located in a modern building 
with new fixtures and new front. 
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Promotions Announced by Selby Shoe Co. 





Portsmouth, O.—Af a recent meeting of the board of directors of the Selby 
Shoe Company, J. M. Johnson was appointed secretary of the company, succeed- 
ing A. H. TePas, who resigned because of ill health; and C. S. Baker was named 
assistant treasurer, a new office created by the directorate. 





Howard J. Seiberling With 
Servus Rubber Co. 


DAVENPORT, IowA—Howard J. Seiber- 
ling has recently joined the sales force 
of The Servus Rubber Company and 





HOWARD J. SEIBERLING 


will work out of the New York office, 
representing the firm in Philadelphia 
and the surrounding area. He was pre- 
viously with the United States Rubber 
Company. 
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Walter J. Reade to Sell for 
Sterling Last 


New YorK—David Serling of the 
Sterling Last Corporation announces 
the addition to his sales staff of Walter 
J. Reade. Mr. Reade brings with him 
to Sterling a thorough knowledge of 
model and last making which will be 
available to the company’s customers. 

He will cover the New England ter- 
ritory with Arthur Serling and will 
make his headquarters at the com- 
pany’s Boston office, 210 Lincoln Street. 





To Assist in Styling 
I. Miller Line 


NEW YORK—Miss Naomi Sloan, for- 
merly with Saks Fifth Avenue for 
many years as assistant buyer of bet- 
ter shoes, has joined the fashion divi- 
sion of I. Miller & Sons as assistant to 
Irving Grossmann in line building. Miss 
Sloan will also co fashion research in 
close affiliation with the distribution 
and selling division. 

Miss Sloan’s association with I. Miller 
creates a new, specialized division of 
the fashion department. 


Patent Leather Bureau 
Opens Permanent Office 


New YorK—The Patent Leather Bu- 
reau moved recently into its permanent 
offices in the Empire State Building in 
New York City, it has been announced 
by Kate G. Kamen, executive director. 

The Patent Leather Bureau, a divi- 
sion of the Tanners’ Council of America, 
is the style information and public re- 
lations center on patent leather for 
manufacturers, retailers and the press. 

The suite number of The Patent 
Leather Bureau is 1415-A. 


Will Cover Southeast for 
Vogue Shoe Co. 


Los ANGELES—Vogue Shoe, Inc., an- 
nounces the appointment of Morris 
S. Rousso of Montgomery, Alabama, 
as sales representative for the South- 
eastern territory. 

Mr. Rousso has been in the shoe bus- 
iness for 20 years, eleven years having 





MORRIS S. ROUSSO 


been spent in the retail field. Fron. 
1929 to 1940, he was with Toranto 
Bros., Birmingham, Alabama, as man- 
ager and assistant buyer. From 1940 
to 1942, he traveled the Southeastern 
territory for M. J. Saks Shoe Corpora- 
tion, New York. During the war he 
served in the U. S. Army. 

Mr. Rousso spent a week in Los 
Angeles with Seymour Fabrick, presi- 
dent of Vogue Shoe, Inc., going 
through the eight factories and collect- 
ing his samples before returning to 
his territory. 
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Says Industry Does Not Fear Recession 





Left to right—A. B. Fletcher, vice-president and director of International Shoe 
Co.; Edgar E. Rand, also vice-president and director; A. M. Heller of Burlingame, 
Calif., and Clyde G. Wooley, merchandising manager of International 


SAN FRANCISCO.—Leaders in the shoe 
industry do not fear a recession, accord- 
ing to Edgar E. Rand, vice-president 
and director of the International Shoe 
Company, who was in San Francisco 
recently for conferences with salesmen 
and distributors. He was accompanied 
by A. B. Fletcher, also vice-president 
and director of the company. 

Mr. Rand backed up his statement 
with the announcement of a new exclu- 
sive outlet for Winthrop shoes in San 
Francisco, Heller’s Winthrop Shoes at 
722 Market Street, the first entirely 
new firm to enter the men’s retail shoe 
field on Market Street since before the 
war. It is also the first exclusive out- 
let for Winthrop shoes in the state of 
California. 

“Rules” were listed by Mr. Rand 
which are being followed by Interna- 


tional—and much of the American shoe 
industry—in its efforts to hold produc- 
tion against severe downward trends: 

Inventory is being kept in relation to 
current demand; merchandise is being 
promoted in price classes where most 
customers are able to buy; new styles 
are being developed in line with re- 
search showing post-war demand. (This 
is particularly true in so-called “casual” 
shoes for both men and women); mer- 
chandising emphasis is being shifted 
to keep up with changes in population. 

He stressed the need for merchants 
to offer a complete line of sizes. Even 
today, he said, there are customers leav- 
ing retail stores without making a 
purchase because the merchant is un- 
able to supply the size which gives those 
particular people the comfort in shoes 
which they require. 





Advertising Manager 25 Years 
With Scholl , 


CuHIcaco—Joseph A. Wagner marked 
his 25th year with The Scholl Mfg. Co., 





ies PR, 
JOSEPH A. WAGNER 


Inc., June 28rd, in his capacity as ad- 
vertising manager for the world-wide 
Dr. Scholl activities centering at 213 


80 


W. Schiller Street. 

Mr. Wagner joined the manufacturer 
of foot relief products, appliances and 
footwear in 1924 upon completion of the 
Commerce Course at Notre Dame. His 
first job was as a traveling salesman. 





General Shoe Opens 
Chicago Sales Office 


NASHVILLE, TENN.—General Shoe 
Corporation has taken steps to render 
a more complete service to its custo- 
mers in the Chicago area, and to other 
customers who visit Chicago, by open- 
ing offices in the Security Building for 
eight of its independent lines, accord- 
ing to Matt Wigginton, vice-president 
in charge of distribution. 

In Suite 910 of the Security Building, 
the following lines will be represented 
by the following sales representatives: 

Jarman, Herbert Casanave; Rich- 
land-Davidson, George Slater; Statler, 
Joe Slater; Edgewood, Barton Adams; 
Fortunet, Maynard Adams; Bellwood, 
Otte Dumke; Storybook, Hy Hudgens; 
Acrobat, George Harris. 


C. S. Hoar Made President of 
Heywood Boot & Shoe Co. 


WoRCESTER, Mass.-—Charles S. Hoar, 
executive vice-president and treasurer 
of the Heywood Boot & Shoe Company, 
was elected president of the company 
at a recent corporation meeting here. 
Philip B. Heywood was elected clerk of 
the corporation at the same meeting. 

Mr. Hoar succeeds Miss Dorothy C. 
Heywood who resigned as president and 
as a director, offices which she had held 
since the resignation of Chester D. Hey- 
wood in 1945. 

Mr. Hoar has been with the Heywood 
company for more than 30 years and is 
the fifth president the company has had 
since its organization 85 years ago. 


James B. O’Brien Made 
Compo District Manager 


Boston—James B. .O’Brien is now 
district manager of Compo Shoe Ma- 





JAMES B. O'BRIEN 


chinery Corporation’s metropolitan New 
York territory. Before going to New 
York three years ago as assistant dis- 
trict manager, he was assistant mana- 
ger in charge of shoemaking at the Bos- 
ton office of Compo. 

Before joining Compo in 1935, Mr. 
O’Brien was with J. & T. Cousins, Rob- 
ertson Bryon Shoe Company, Delman, 
Inc., and I. Miller & Sons, Inc., in vari- 
ous capacities. 


Kline With Vanity Shoes 


PHILADELPHIA.—Al] Kline, formerly 
with Bett Shoe Company, is now asso- 
ciated with Vanity Shoes, local whole- 
salers of women’s style novelties, in 
partnership with Josh Kimmelman and 
Jerry Lutsky. Mr. Kline, who has been 
in the’shoe business for nearly twenty 
years, will concentrate his selling efforts 
in Western Pennsylvania and Ohio. 
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Always complete stocks of famous name 
quality footwear at lowest prices. Known 
from coast-to-coast as headquarters for 


cancellations, close-outs, jobs from 
America’s leading factories. 4 


WRITE TODAY! WE 
CAN FILL YOUR NEEDS! 


MOSINGER-COHN 


1235 Washington Ave. St. Louis, Mo. 
“Over A Quarter Century” Fine Footwear 
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RHINESTONE'’S NEWEST LINE 
NOW READY for Immediate Delivery 
@ Samples on Request ® 
LOWEST PRICES 


“The industry's fastest selling line of shoe ornaments 
in rhinestonss and genuine cut steel beads.” 


Rhinestone Creations *',,";,°"%,°* 
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CHAIRS AND STOOLS 
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Exclusive distributor of the popular ART 
CHROME Steel Furniture for the Shoe 
Trade. Samples can be seen in our dis- 
play room or write for illustrated folder 
and prices. 


LYONS & COMPANY 


120 DUANE STREET NEW YORK 7, N. Y. 
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PRICE TICKETS 


ee, om ee ee ee ee eres 





PRICE TICKETS bring sales! 


Many Colors—109 prices to choose from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 
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Western German and British 
Shoe Manufacturers Meet 





| a 

London, England — President Jacob 
Sigle of the Salamander Corporation, 
largest shoe organization of Germany, 
with (left) Bancroft Clark, Chairman of 
Clark's, one of England's largest shoe 
organizations, now 125 years old. Clark's 
are large exporters and are best known 
in the United States for their develop- 
ment of the self-shortening hinged last 
which is now being made under non- 
exclusive license. Both Mr. Sigle and Mr. 
Clark had some of their early training 
in the U. S. A. 





Shoe Form Co. Gives 
25-Year Service Award 


AUBURN, N. Y. — At recent cere- 
monies at the Shoe Form Co., Inc., 
Auburn, Anthony Bloechinger was 





Left to right, Isaac Goodfellow, super- 
intendent; Mr. Bloechinger, Eugene Kany, 
and Frank P. DeWitt, president. 


awarded a gold watch in recognition of 
his 25 years of service with the com- 
pany. Mr. Bloechinger is the second 
Shoe Form employee to be so honored, 
the first being Eugene Kany who re- 
ceived his award in January of this 
year. Both men have been with Shoe 
Form practically since its inception. 

The only other member of the 25- 
year club was the late William J. De- 
Witt who, until his recent death, was 
president of the company. 





Expanding Production 


Dover, N. H.—The Lunder Shoe Cor- 
poration, which has been in operation 
here since 1941 and is one of the city’s 
seven shoe manufacturing concerns, is 
expanding production and adding about 
50 employees to the payroll. 
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GPERA 

Top Grade Leather Uppers, Flexible Oak 
Leather Soles. Brown, Red, Wine, Blue— 
Full Sizes 5-3. 

Write for samples and new Fall catalog 


Mats available upon request. 


DARLING 
SHOE CO. 
769 GRAND ST. 

BROOKLYN 11, WN. Y. 
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MEN'S ROMEOS 
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LEADING AGAIN IN PRICE & QUALITY 


MEN'S BROWN KID ROMEOS 
AT ONCE DELIVERY 


$265 


PER PAIR 
NET 10 DAYS 







Sizes 
6 to 13, 
36 Pairs 
to a Case 
No. 510 Leather Quarter Lining, Leather In- 


sole, Heavy Leather Outsole, Brown Rubber 
| aR, Ree colree $2.65 
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AERO SHOES 
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A Jodphur thot Sells on Sight 








The Justin AERO Shoe 


A proven fast-seller because it 
shows the quality of fine American 
craftsmanship. Favorite wit 
flyers for 11 years. Popular for 
sport and business wear. Lus- 
trous Brown Calf, full Calf 
lined, crimped vamps. Made 
by the famous Justin Boot- 
makers. Write for Cataloz 
and Price List. 


H. J. JUSTIN & SONS, INC. 
Box 548-K Fort Worth i Texas 


Made le 
U.S.A. 
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CANCELLATION STORES 
Select your needs from 
America's Largest Quality Shoe Stocks at 
REAL LOW PRICES. 
BARIS SHOE CO.., Inc. 
79-81 Reade St., WN. Y. WOrth 2-5180-1 
Semple Office: Hoes Bidg., Les Angeles, Cal. 
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GOOD NEWS!! 
AG 





The latest revised edition on of 
THE SHOE AND LEATHER 
LEXICON — the 14th — is 
available again! 

This illustrated glossary of trade 
and technical terms serves a 
— useful purpose for it is filled 

helpful information. It is a 


steady source for your daily ref- 
erence and your constant “todl 


of the trade.” 

The Shoe and Leather Lexicon 
75¢ per copy, prepaid 

BOOT and SHOE 


100 East 42nd Street 
New York 17, N. Y. 


RECORDER 
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Camp Boys Get Free Shoes and Clothes 





P. D. Blain, Endicott-Johnson sales manager (right), watches carefully as super- 
visor checks fit of shoes issued to boys at Camp Penn. 


INDIANTOWN GAP, PA.—When 2,500 
healthy boys from 14 to 16 get to- 
gether for two weeks of outdoor recrea- 
tion, games and sports, shoes necessarily 
play an important part. The state of 
Pennsylvania recognized that fact in 
planning for its first Summer recrea- 
tional camp for underprivileged boys, 
which opened here last month, and 
arranged with Endicott-Johnson Cor- 
poration to supply more than 3,000 
pairs of shoes, which were shipped from 
Endicott and St. Louis, also to super- 


Johnson sent six men here to instruct 
several of the 140 counselors in the 
correct way to fit shoes. To cover all 
needs safely, P. D. Blain, sales man- 
ager, shipped sizes 4 to 14, but he was 
caught short unexpectedly when some 
of the 14-year olds came up with re- 
quests for size 3’s. Immediate air 
shipments solved this problem quickly. 

All the boys were fitted with the 
same style shoe: a retanned blucher, 
with a grain leather innersole, corker 
outsole and rawhide laces. They were 
ot the laced-to-the-toe type which re- 





A small fraction of the 2,500 boys being given a holiday this year at the new state 
camp in Indiantown Gap, Pa., former military reservation. 


vise the fitting. Several cases of shoes 
were shipped by air to meet last minute 
requirements. 

Prior to the arrival of the boys on 
the 13th and 14th of July, Endicott- 


duced fitting problems to a minimum. 

On hand to supervise the fitting of 
the boys, in addition to Mr. Blain, was 
C. J. King, Southeastern Pennsylvania 
representative for Endicott-Johnson. 
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You've known the Maa ta ga THTRIRE for over 45 years... 


with many new improvements 





Whistles, Comics, Tops, Marbles 
. everything you need for low- 
priced give-aways. 


901 for Gocd-w 
Birthday Gift 


HEADQUARTERS Since 


Novelties, Souvenirs 


Premiums and Give-Awavys 





i Creating Toys 
Specialties 


may here are the details: 


| 
T 
| wo. 100 Actual size, 12" 
| pen holder and pencil as illustrated. 


colors. Available with your advertisement imprinted. 


New low prices prevail. 


Call or write for new 1949 catalogue. 





Western Boots for Western Governor 





Portland, Ore.—Oregon's Governor Douglas McKay (center) receives a pair 
of hand-fashioned cowboy boots by Stewart-Romero from Richard A. Dick, vice- 
president in charge of sales of Western Air Lines, and Stewardess Virginia Benner, 
at the Portiand airport on arrival of Western Air's first 3%-hour nonstop Convair 
flight between Los Angeles and Portiand. The boots were a gift from Sheriff Gene 
Biscailuz of Los Angeles. Looking on are the Sons of the Pioneers, western radio 


singers. 





New “Orpedic” Shoe in 


Dr. Posner Line 


NEw YORK—Dr. Posner’s Fall line of 
footwear for children includes a variety 
of back-to-school styles as well as a 
new “orpedic” shoe. The “orpedic” shoe, 
the company says, is a new version of 
the Dr. Posner Muscle Builder and is 
being introduced in an oxford model 
with perforated vamp. The new shoe 
features an outside “orpedic” heel and 
extended counter which are said to give 
additional arch support. This Dr. Pos- 
ner Muscle Builder “orpedic” shoe is 
made with a steel shank and is particu- 
larly recommended for “toeing out” 
and in cases where firm counter sup- 
port is especially desired. The new 
Fall line maintains Dr. Posner’s health 
principles in shoe design. 
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Shoe Manufacturing Business 
To Be Sold 


PHILADELPHIA—Ernest. Hahn, owner 
of the Hahn Shoe Manufacturing Co., 
makers of Tiny Toddle Cradle Shoes, 
1615 W. Indiana Avenue, Philadelphia, 
was stricken with a heart attack while 
vacationing in the Catskill Mountains. 

Mr. Hahn is now recovering in the 
Benedictine Hospital in Kingston, N. Y., 
and intends to sell his factory after his 
return to Philadelphia. 


New Salesman on Staff of 
Scott Foot Appliance Co. 


OMAHA, NeEB.—Carl Conrad, for- 
merly manager of a Dr. Scholl Shoe 
Department in Brooklyn, N. Y., has 
become associated with Scott Foot Ap- 
pliance Co., here, and will cover New 
York and Pennsylvania. 
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He Lederer INDUSTRIES, Inc. 


39 West 19th St. N. Y. I! 
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MADE OF PUKE PARA RUBBER 


GaLOcHR WMadernal 


A New Experience in 
Style and Comfort 


AMAZING DEALER ADVANTAGES 


SAVES SPACE—require only % the 
space of old-fashioned rubbers. 


SMALLER STOCK—only 4 sizes fit 
virtually ALL men’s shoes. 
PLUS EXCLUSIVE FEATURES 

FAR LONGER WEARING 
NON-DRAWING ON FEET 
UP TO 50% LIGHTER 
FOLD UP COMPLETELY 
NATIONALLY ADVERTISED 


Write or wire for details, samples and terms 


A. K. MAURO, INC. 
1518 Land Title Bidg., Philadelphia 10, Pa. 
*Reg. U. S. Pat. Off. 














Correction 


A news item in BooT AND SHOE RE- 
CORDER, issue of May 1, announcing 
the addition of Dick Spears to the sales- 
force of A. J. Beford Shoe, Inc., Lititz, 
Pa., allowed it to be inferred that the 
appointment had been made by Jules 
Klenin, whereas the appointment 
actually was made by Salesmanager 
Fred J. Zaiss. 





Buy Savings Bonds 
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Men's Goodyear Welt Work Shoes 
Men's Steel Toe Safety Shoes 


Union Made 


GOODWILL SHOE COMPANY 








HOLLISTON, MASSACHUSETTS 
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SHOE ~—_- Look 
RETAILERS Ahead! 


for quick help from the only book of 
its kind; encyclopedia of practicable, 
workable ideas for the experienced 
merchant. No theories —all tried, 
true . . . NOT just another shoe book, 
but offers in addition to 138 specific 
shoe promotions, the best ideas from 
the entire retailing field for instant 
adaptation to his particular require- 
ments. 


Foreword by PAUL H. NYSTROM, 





Professor of Marketing, School of 
Business, Columbia University. 
Please remit with order. 

5/.x8 40 Chpts. 
oa Rages 3.50 Postpaid 
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What’s New 





Ceramic Tile Designed for 
| Use in Store Display 
NEw YoRK—A series of 104 store dis- 


| plays in hand-painted ceramic tile has 
been completed by Warner Prins, ce- 





One of the series of hand-painted un- 
derglaze ceramac tile display signs 
created by Warner Prins for !. Miller. 


| ramic artist, for I. Miller and Sons, 
Inc., shoe manufacturers. This is be- 
lieved to be the first time that hand- 
painted underglaze tile, heretofore used 
for decorative and architectural pur- 
poses, has been adapted to store dis- 
play. 
The plaques, which will be exhibited 
| in windows and on counters, are six 
inches square and are mounted on 
easel-back copper frames. Typical of 
the colorful designs is one picturing a 
yellow ankle-height sandal, a red the- 
atrical boot, and a royal blue pump 
against a slanting green rectangle. The 
background is sienna. 





Unique Aid Used to 
Sell Footlets 


PHILADELPHIA—J. W. Landenberger 
and Co., sole manufacturers of Foot- 





Different types of Footlets are displayed 
| over transparent "feet" by Landenberger 
salesmen. 
| lets, have provided a unique merchan- 
| dising aid for their salesmen, designed 


and prepared under the direction of 
Lewis & Gilman, Inc., Philadelphia. 
Smartly but simply constructed, it 
allows prospective buyers to hold the 
actual finished product—mounted on a 
slim plastic foot—in their own hands. 
Results as indicated by a 32.5 per cent 
sales increase point to the fact that a 
freshly turned tool in the hands of a 
competent sales force can’t misfire. 

The salesmen are also provided with 
a “Pretty Profits” portfolio which car- 
ries three-color illustrations of fashion- 
able footwear on one side, and silhou- 
ette views of the same shoes, illus- 
trating the actual foot area covered by 
various Footlets—full foot, sling-back, 
and toeguard styles. There is also a 
transparent pocket into which slides 
the plastic cut-out foot on which the 
product sample is placed. 





Display Turn Table 
Motor on Market 


Los ANGELES—A quiet, smooth-run- 
ning turn table type display motor has 
been developed by the Timers Co., 1635 
Neadeau, Los Angeles, and is now on 





Motor for revolving displays can also 
be adapted to "interrupted motion". 


the market. Said to be ideal for win- 
dow display use, the unit can be 
adapted to many types of “interrupted 
motion displays.” It operates on 50 or 
60 cycles and will support up to 25 
pounds. 





Campaign Announced by 
Davidson Rubber Co. 


BostoN—Plans calling for a close 
tie-up between merchandising, selling 
and advertising with self-display pack- 
aging and promotional helps concen- 
trated at the point-of-sale, are an- 
nounced by the Davidson Rubber 
Company. 

Established in 1857, this company 
makes molded rubber bathing caps and 
shoes with special style features, in 
addition to a staple line of drug sun- 
dry items. 

Erwin, Wasey & Company, of New 
York, has been appointed to handle 
the account. 
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SALESMEN WANTED 


SALESMEN WANTED 
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ambitious. 


time—no sideline. 


1707 WEBSTER ST. 


YOUR FUTURE SECURE? 


Here is a Golden Opportunity to affiliate yourself with a progressive, reput- 
able Organization where you will be happy in your work, assured of a 
lifetime connection with possibilities for earnings that will satisfy the most 


A CHOICE TERRITORY in the ROCKY MOUNTAIN AREA is available imme- 
diately to an HONEST, CONSCIENTIOUS, HARD WORKING man with sales 
ability. Must know corrective fitting, have car and be free to travel. Full 


Write in confidence to Mr. Erlewine, giving 
full particulars, qualifications and photo. 


SCOTT FOOT APPLIANCE COMPANY 


OMAHA, NEBRASKA 








VERY GOOD OPPORTUNITY 


For Live-Wire Salesmen to carry com- 
plete Line of Women’s Dress Shoes— 
Sport Oxfords and Casuals, with a 
Progressive Wholesaler. A permanent 
and profitable connection for the right 
party. Territories open are: 


Alabama Louisiana New Mexico 

Arizona Missouri Ohio 

Arkansas Michigan Oklahoma 
Tennessee Texas 


Give full information as to experience, etc., in 
your first letter. 


Address Box 415, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 


WELL KNOWN CONCERN WILL OPEN 
NEW DIVISION 


To Manufacture Men's and Chil- 
dren's Sandals. Opportunities for 
high caliber Salesman with follow- 
ing. High Commission. Territories 
in Ecstern States and New York 
City open. Full details in confidence. 


Address Bex 395, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














NEEDED—EXPERIENCED MEN 


with following for popular-priced line of men’s dress 
and work shoes. No objection te non-conflicting side- 
line. Write, giving full details, qualifications and 
experience. Territory open:—Alabama, Mississippi, 
Louisi Oklah Ohie, indi- 





T 
ana, Virginia, Georgia. 
Address Bex 392, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








Pennsylvania manufacturer of OUTSTANDING LINE 
OF CHILDREN’S CEMENT PROCESS novelty strap 
types interested in volume distribution of $2-$3 re- 
tailer: for chains and jobbers: Pacific Coast, Texas 
and Seuthern 


present op a commission basis. Please submit all de- 
tails of experience and references in first letter; 
include recent photograph; all replies confidential. 


DALE FOOTWEAR, INC., COOPERSBURG, PA. 








XPERIENCED SALESMEN to carry es- 

tablished Manufacturer's Line of Moderately 
priced Men’s Dress Shoes in the State of Ohio, 
on a commission basis. State qualifications and 
experience. Address #412, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
B. 3- 





EXCELLENT OPPORTUNITY FOR ADDI- 
TIONAL INCOME. Side Line; Well known 
Chicago concern; Very fine popular priced Line 
Ladies’ Handbags. Commission basis. Illinois, 
Wisconsin, Iowa, Minnesota, Missouri. Address: 
Box #409, care of Boot & Shoe Recorder, 209 
South State Street, Chicago 4, Ill. 





INE OLD EASTERN HOUSE Requires 

additional salesmen on full or side-line basis 
for Midwest and Southwest. Broad general Line, 
sold nationally for forty years. Attractive per- 
manent connection of high integrity. Address 
3407, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





WANTED SALESMEN. Most territories 

open, to call on retail trade. Full line of 
sports and casuals. High commission, prompt 
delivery. Address #370, care Boot & Shoe 
as nae 100 East 42nd Street, New York 17, 


SALESMAN with New York City following 

in better grade stores, to sideline our high- 
grade hand sewn ladies’ and men’s loafers, new 
loafer boots and slippers. Also new Child's over- 
boots. We pay 6% commission. Address #401, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 


Shis may he an 
er opportunity 


or you. 


Young men between the ages 
of 25 and 35, preferably with 
retail footwear experience, 
ambitious, of good character, 
in good health, are wanted as 
traveling representatives by 
one of the largest and best 
known manufacturers of Rub- 
ber, Canvas and Casual Foot- 
weor. 


Must have a car and be free 
to travel anywhere in U. S. 


Identify yourself with a trade 
marked line nationally known 
and continuously advertised 
since 1909 and backed by an 
unusual sales promotion pro- 
gram. 


Write giving particulars to 
Box 403, core BOOT & SHOE RECORDER 
100 East 42nd St., New York 17, N. Y. 











SALESMEN WANTED! SLIPPERS AND 
WOMEN’S CASUALS. We have splendid 
opportunity for a live hustler with a following 
among independent retailers, to sell a popular 
priced, quality line of men’s, women’s and 
children’s house slippers and women’s casuals. 
Well established firm, now doing a volume of 
over a half million with independent stores 
throughout the country. Will consider sideline 
men on 5% basis. Write fully. Address #405, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 


ALESMEN WANTED to sell complete line 

of women’s high style novelties, casuals and 
sport shoes. Outstanding Boston wholesaler add 
ing to its sales force, has opening in the follow- 
ing areas:—Philadelphia and Eastern Pennsyl 
vania, Pittsburgh and Western Pennsylvania, 
and also New York State. Commission only. No 
objection to men carrying non-conflicting side- 
line. Address $396, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 








CLASSIFIED ADVERTISING RATES 


‘The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box 
number is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If 
advertiser’s own name and address is used, count each word (street number is one word) at word rate. Classified adver- 
tising is payable in advance. Send check or money order with your copy. No accounts are opened for classified ad- 
vertising except for regular advertisers on contract. 
The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 


iS Advertisements for this page must be in our New York Office 15 days preceding publication date “Sj 
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SALESMEN WANTED 


SIDE LINE SALESMAN WTD. 


FOR SALE 





E XPERIENCED SALESMAN. Manufac- 
turer’s line of well known and well accepted 
women’s arch type shoes in popular price 
range. Large territory open. Must have a fol- 
lowing among the large volume users. In reply 
ing please state full qualifications. Address 394, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 
HAE OPENING IN WESTERN PENN- 
SYLVANIA, eastern Ohio and West Vir- 
ginia, also in Iowa and Nebraska, for salesmen 
interested in a permanent and profitable con- 
nection Ours a high styled in-stock popular 
priced line women’s fashion footwear in dress, 
casual, sport and arch types. When applying 
give age and record of shoe selling experience. 
Address Shu-Stiles, Inc., 1214 Washington Ave., 
St. Louis 3, Mo. 


S ALESMEN WANTED with good following 

to sell on commission basis to exclusive ac- 
counts high grade line of children’s casuals, 
original patterns created and styled in Miami. 
Good territories open. Write direct to Shirley 
Kay Shoe Mfrs., 130 N. W. 24th St., Miami, 
Florida. 

ALESMEN—WITH FOLLOWING, Women's 

Shoe Chain Stores, Department Stores, Re- 
tailers and Jobbers. Attractive Line of Rubber 





Suede Brushes, all territories; High commis- 
sions. MANCO RUBBER CO., 57 Hudson 
Avenue, Brooklyn, New York. 





XPERIENCED AND AGGRESSIVE 

SALESMEN wanted by Eastern Manufac- 
turer to sell a complete Line of High Grade 
Stitchdowns, Oxfords, Zippers and Everettes: 
also Popular Priced Sandals and Stitchdown 
Baby High Booties. Men with proven sales 
ability and a following of Chain, Department 
Store and High Class Jobbers with good rating. 
Apply promovtly. All territories open. Advise 
in detail, with references and States you wish 
to cover. Address Box #417, care Boot & Shoe 
mo 100 East 42nd Street, New York 17, 


ALESMEN--TO SELL LEADING JUVE. 

NILE LINE Popular Priced Welt, Pre-Welt 
and Stitchdown Shoes in following territories: 
New Jersey, Pennsylvania, Connecticut, Vir- 
xinia, North and South Carolina; Other Eastern 
territories available. Write us about yourself. 
No objection non-conflicting Lines. Address 
2418, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 








SIDE LINE SALESMAN WTD. 


HINESTONE AND CUT STEEL BOWS, 

compact tray, terrific sellers. Address #290, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 








XCEILLENT OPPORTUNITY FOR | 

E TIONAL INCOME—Short Pol ge 
of samples—Growing Girls and Misses Flexible 
Littleway Sperts to retail at $5.00. All stvles 
carried in stock by an old established Shoe 
Manufacturer. Commission basis 6 per cent— 
settlement weekly. State exnerience, references 
= ma id =. Address 2350, care 
oot & Shoe Recorder, 100 2 

New York 17, N. Y. ieee eareians 





NEW reliable firm wants salesmen for side- 

line of popular priced Goodyear Welts in 
stock; misses, children, growing girls; protected 
territories; liberal commission. Write giving 
details in confidence. Address #387, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





SIDELINE SALESMAN. Manufacturer and 
' distributor of complete boot line including 
riding, engineer and Western boots and mocca- 
sins together with an outstanding line of popu- 
larly priced tailored leather handbags. Has 
enenings in the following states:—Idaho, Utah, 
Colorado, Nebraska, Iowa, Kansas, Oklahoma. 
Texas, New Mexico, Louisiana and Mississippi. 





Colt-Cromwell Co., Inc., 610 Atlantic Ave., 
Boston, Mass. 
OPPORTUNITY PLUS. We need several 


good sideline salesmen to carry only two 
samples of the best value in the women’s slipper 
market today. They are hot and can’t be beat 
in price or quality. Commission basis. State 
references and territory. Box 351, Bonne Terre, 
Missouri. 
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Two SIDE LINE SALESMEN WANTED 
—QOne for Wisconsin, Minnesota, lowa, Ne- 
braska. One for Kansas, Missouri, Oklahoma, 
Texas. Excellent opportunity to carry’ a beau- 
tifully selected Line of House Slippers, carried 


in stock, for Men and Boys, Women and Chil- + 


dren, on commission basis, 6 per cent. State 
experience, References. THE CHARLES MEIS 
SHOE COMPANY, Cincinnati, Ohio. Estab- 
lished in 1878. 


ALESMEN WANTED FOR MAINE, NEW 

HAMPSHIRE AND VERMONT by an old 
established Boston Jobber for a Complete Line 
of Children’s Shoes, carried in stock, in widths. 
Address #410, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 








LAPP BABY SHOES sell. The price is 

right. The Pattern, Quality and Workman- 
ship outstanding. Very liberal commission. 
Write us for details and state territory now 
covered. CLAPP SHOE COMPANY, 6 State 
Street, Rochester 4, New York. 


LINE WANTED 











I WILL STYLE AND SELL YOUR 

LINE TO DEPARTMENT STORES 

AND VOLUME ACCOUNTS. 

THOROUGH FACTORY AND 

SELLING BACKGROUND. 

Address Box 413, care BOOT & SHOE RECORDER 
10% East 42nd Street, New York 17, N. Y. 











ANUFACTURER'’S LINE of women’s 

style welts or flats for metropolitan New 
York, desired by experienced salesman with 
successful sales record. Presently employed but 
seeking connection with more progressive or 
ganization. Address #399, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
La 





HOE SALESMAN with successful sales rec- 
ord and highest references is interested in rep- 
resenting reputable manufacturer in territory 
within 350 mile radius of Pittsburgh. Address 
2390, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





FOR SALE 


FAMILY SHOE STORE, LOCATED IN 
SOUTH CAROLINA City of 20,000; Good 





Location and Lease; Clean Stock; Manager 
available; Stock control; Good Lines. Price 
$16,000. Address #411, care Boot & Shoe Re- 


corder, 100 East 42nd Street, New York 17, 
fe oa 





ROFITABLE Family Shoe Store in fastest 

zrowing San Francisco Bay area city, 100,000 
population. Outstanding business record. Estab 
lished over 40 years. Excellent location and 
lease. Potential volume unlimited. Combined 
with complete shoe repair shop. Unique oppor- 
tunity for competent shoe man with sufficient 
capital. Owner must sell due to personal rea- 
sons. Direct transaction only. Address #398, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





ELUXE SIMPLEX X-RAY in present op 

eration, $150.00. Address #393, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
Yok 17; N.Y. 





OR SALE—1400 cones of Barbour’s cotton 
six cord waxed twine.. Reply—AES 4 El 
mont St., Pittsburgh, Pa. 





OR SALE: HIGH GRADE FAMILY SHOE 

STORE in Connecticut, Nationally adver- 
tised Men’s, Women’s, Children’s shoes, in 
high grade neighborhood. Requires investment 
$15,000 to $20,000. Address #419, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
Yerck 27, N. YT. 





FABER WARDROBE SAMPLE TRUNK, 

like new, regulation height, men’s or women’s 
shoes. Write: A. offman, 17 Jardine 
Road, Morristown, N. J. is 


j 





SHOE STORE FOR SALE 


Large city in Southern California. Selling to 

settle partnership estate. Women's and chil- 

dren's nationally advertised lines. Solidly es- 

tablished trade. 

Address Box 402, care BOOT & SHOE RECORDER 
109 East 42nd Street, New York 17, N. Y. 











OR SALE: WELL_ ESTABLISHED, 
F GROFITABLE FAMILY SHOE STORE; 
Exceptionally clean stock of the best Medium 
Priced, Nationally Advertised Lines. Good 
Lease; good location in Prosperous Mid-West 
City of 20,000. Will sell for Inventory. Owner 
has other interests. Address #349, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
Vor. 17, XN. ¥. 





High Grade WOMEN’S SAMPLES 
$2.75 and up 
Original retail to $22.95 


BROITMAN-GAFFIN SHOES, Inc. 
148 Duane St., New York, N. Y. 











OR SALE: ADRIAN X-RAY SHOE FIT- 

TING MACHINE, Perfect condition; Fairly 
new model; $250.00. Economy-Knepp, Inc., 
810 Washington Ave., Bay City, Michigan. 
Address #416, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 








ESTABLISHED SHOE STORE in 

New York State, 100% location; Ladies 
Branded Shoes only; $10,000 down payment. Ad- 
dress 2414, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 


ONG 





HELP WANTED 





ANTED STOCK CONTROL MAN, 30-40, 

preferably with retail shoe background, to 
handle merchandise control system for a group 
of men’s high grade shoe stores. Excellent op- 
portunity for advancement. Write for appoint- 
ment giving information as to age, education 
and experience in detail. Address #388, care 
Boot & Shoe Recorder, 100 East 42nd Street. 
New York 17, N. Y. 





S ALARIED POSITIONS $3,600 to $30,000. 
This confidential Service for outstanding men 
who desire a new connection, will develop and 
conduct preliminary negotiations without risk to 
present position. Send name and_ address for 
details. TOMSETT ASSOCIATES, 1204-1 
Berger Bidg., Pittsburgh 19, Pa. 





BUYER — Promotional minded young 

man for new shoe cutlet. Grades up to 
$10.00. Knowledge sources, Manufacturers im- 
portant. Excellent opportunity. All replies con- 
fidential. Address #408, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York 17, 
a : 


SHOE 





UYER-MANAGER for established bargain 

shoe basement located in Penna. city. Man 
must have ability, background and be a pace 
setter. Prefer individual who has been in similar 
position. Address #397, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York 17, 
et 3 





DEPT. FOR SALE 





HILDREN’S SHOE DEPARTMENT fea- 
turing America’s Finest Shoes, Clean new 
stock; New Modern Store; No blue sky. Rocky 
Mountain area. Address #360, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 


York 17, N. Y 


Boot and Shoe Recorder 














FOR LEASE 


WANTED TO PURCHASE 


WANTED TO PURCHASE 








ATTENTION VOLUME OPERATORS 


Established shoe store 100% location is en- 
larging and has available to volume oper- 
ators women's, children's or men's concession. 
Proprietor prefers to keep one department. 
Mobile, Alabama, population approximately 
200,000. 





Address Box 39!, care BOOT & SHOE oe 
100 East 42nd Street, New York 17, N. 





WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
of Quality Shoes for Men, Women and 


Children. 

For Cash 
BROITMAN-GAFFIN SHOES, INC. 
148 Duane Street, New York 7, N. Y. 
Telephone BEekman 3-7290 


TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 
EDDY SHOE COMPANY 
ALWAYS RELIABLE 


132 No. 4th St. Phila. 6, Pa. 
Phone: LO 3-9533 








N CHILDREN’S SHOP, located 90% district 

Grand Rapids, Michigan. Will sublease one 
entire window, practically one half the store, and 
storage space, to reputable shoe firm or live 
wire individual. We want an Orthopedic shoe, 
and girls’ and boys’ through teen-age. Good vol- 
ume can be obtained in this location. Rent rea- 


sonable. Store 12 by 85. Address #406, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, Xe 





MY HOBBY 
Buying, Selling Shoes for 35 years 
CASH TOP PRICES 
Discontinued stocks 
HARRY HESS 


76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-8961 








GET TOP VALUE 


in Selling Your 


e SURPLUS STOCKS or 
e COMPLETE STORE 


CAMITTA SHOE CO. 


120 NO. 4th ST. PHILADELPHIA 6, PA. 
Phone Lombard 3-2062 














POSITION WANTED 





AN WITH MANY YEARS’ EXPERI- 
ENCE in Managing High Grade Shoe De- 
partments is available for good proposition. Best 
references. Address #404, care Boot & Shoe 
1. ar 100 East 42nd Street, New York 17, 





FOR RENT 





HALF STORE FOR RENT, OR LEASE 
FOR SALE, at Subway Station; Low rent; 
Long Lease; Good for Men’s Dress and Work 
Shoes. A real bargain. SAMSON, 600 West 
125th Street, New York City. 





BUSINESS OPPORTUNITY 





NVEST $35,000, successful background, ex- 

perienced wholesale-retail shoes, sound busi- 
ness partnership or purchase. Address #400, 
care Boot & Shoe Recorder, 190 East 42nd 
Street, New York 17, N. Y. 





WANTED TO PURCHASE 











=n 
FOP cast PRICES 


FOR CANCELLATIONS 
ODDS & ENDS, CLOSEGUTS 
and COMPLETE STOCKS 
i Quolity Men's, Women's 
and Children's Shoes Wanted. 
BRAND NAMES PROTECTED 


MOSINGER-COHN 


1235 Washington Ave., St. Lovis, Mo. 
Over a Quarter of a Century 
“Fine Foutwear” 





FO. 





CET 





SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 

95 Reade St., New York 13, N. Y. 

Feremost Shoe Buyers Since 1906 
COrtlandt 7-6378-9 
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Quality Shoes for Men, Women 
and Children 
Scrupulous Protection 


wo neade St. 





WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 
SHORT LEASES ASSUMED 
YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs" 
89 READE STREET 
New York City 
Phone BARCLAY 7-7887 








CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 
B. SABIN 


93 READE ST. NEW YORK 13, N. Y 
Telephone WOrth 2-2515 





BARIS BUYS for CASH 








Launch New Boot 


MARLBOROUGH, Mass.—The Hopalong 
Cassidy boot for boys and girls is being 
launched by the John A. Frye Shoe Co., 
of Marlborough, with an 80 million 
monthly audience for the Hopalong Cas- 
sidy name in movies, radio, comic books, 
television, records and promotional 
channels. 

For over 25 years, John A. Frye Co. 
has manufactured cowboy boots of 
good quality for a large West and 
Southwest adult market. During the 
war the factory operated at capacity to 
produce approved flight boots for the 
U. S. Air Force. 








Short Tews Leases Assumed 


tr Name and Brand since 1932 


ARIS SHOE CO., 


New York 7, N. Y. Tel.: 


Inc. 
WOrth 2-5180 





to purchase profitable shoe store, cash 


is, New Jersey, New York; lease to buy 
. Address 2376. care Boot & Shoe Re 
100 East 42nd Street, New York 17 





AR H TYPE SHOES FOR MEN, WOMEN 


AND CHILDREN. Close-outs or com 
plete Stocks. Will pay top cash prices 
STRAHL SHOE CO., Exporters and Import 
ers, 1230 Fifth Avenue, San Diego, California 


New Salesmen Named by 
Brown Shoe Co. 


St. Louis—Lester Rosenblum has 
been appointed sales representative for 
the Westport line of sport and casual 
shoes in the New York and New En- 
gland territory, according to T. F. 
Schroth, manager of the Westport Di- 
vision, Brown Shoe Company. 

Mr. Rosenblum maintains offices and 
show rooms in the Marbridge Building, 
47 W. 34th Street, New York City, 
Room 905. 

Mr. Schroth further announces the 
appointment of Richard Duvall as 
Westport representative in the North- 
western territory, with headquarters in 
New Salem, Ore. 


Shoe Firm Takes Over Plant 


ROCHESTER, N. Y.—Clapp Shoe Com- 
pany, manufacturers of infants’ shoes, 
here, has taken over the plant in 
Naples, N. Y., formerly operated by the 
Carpenter Shoe Company. The com- 
pany manufactures a moccasin-type 
shoe in sizes 1 to 6. 

Officers of the firm are: Edward W. 
Perry, president; John M. Wilson, trea- 
surer; Don J. Volpe, secretary. 











MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 














NEW ADJUSTABLE 


Price ticket 


remains in G 
desired i? Pouy LIP 
tion at all for Price Tickets 
times. \ 





This is an ex- 
clusive pat- 
ented feature. 
$5 gross 
$2.75 
half gross 


M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 














Mlats 0 Ideas ¥ 


YoOuR 


FOR, 


NEWSPAPER, ADVERTISING 





—if you advertise in newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 
An outstanding service of care- 
fully written copy, photographs 
and beautiful art work for 
direct mail and newspaper 
advertising. 
« 


2. Vincent Edwards Idea Clipping 


Service 


Actual newspaper tear sheets of 
ads of shoe stores; you select 
the exact stores and cities you 
want to see or leave the selec- 
tion to our advertising staff. 


VINCENT EDWARDS & CO. 
World's largest advertising 
service organization 
342 Madison Ave. 
New York City 











Officers Elected by 
Canadian Shoe Employers 


MONTREAL, QuE.—The following offi- 
cers and directors were re-elected or 
elected at the recent fourth annual 
meeting of the Shoe Employers’ Associ- 
ation of Quebec Province: 

President, Lucien Blondeau, vice- 
president and general manager of 
Children’s Shoe Manufacturing Co. 
Ltd. Quebec City; first vice-president, 
Homer Dufresne, president of Chaus- 
sures Dufresne, St.-Pie de Bagot, P.Q.; 
second vice-president; Henri B. La- 
Grenade, president and general man- 
ager, H. B. LaGrenade Shoe Mfg. Ltd., 
Montreal, Que.; secretary - treasurer, 
Maurice Corbeil, president and general 
manager, Tetrault Shoe Co. Ltd., Mont- 
real; and executive secretary, Lionel 
Theoret, Montreal. 
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WINDOW REACHER —A 


Sturdy Construction, will last a life time. 


SALES SAVER 













3 foot length........ $5.25 
5 foot lemgth........ 5.50 
7 foot length........ 5.7 


FLORO SALES SAVER COMPANY, Room 





— 


Spet new in your windows in on instent's 
time. Seve sales easily; try on any shee ond 
it without disturbing your regular window trim. 
700, 503 N. Twelfth Bivd., St. Louis 1, Missouri 














Everything in Dance Footwear! 


BALLETS—SANDALS—TOE SHOES 
TAP SHOES—OXFORDS—TAPS 
COMPLETE LINE OF ACCESSORIES 
PRACTICE & CLASS COSTUMES 


WRITE NOW FOR PARTICULARS 
Barney Dance Footwear 
634 Eighth Ave. New York 18, N. Y. 














BUSINESS BUILDERS FOR CHILDREN’S | 
SHOES. Write for samples of interesting 
promotional aids—-Foot Measuring Slide, un- 
usual reminder. helpful booklet for parents on 
shoe care. Wisconsin Advertising Service, 952 
North 12th Street, Milwaukee 3, Wisconsin. 





Shoe Business Incorporated 


Los ANGELES—Vic Colton, as an indi- 
vidual shoe manufacturer, has incor- 
porated his business under the laws of 





¥viC COLTON 


the State of California. There will be 
no preferred stock and-all common 
stock will be held by Vic Colton and his 
family. The business has been re- 
cently reorganized. 

Cfficers of the new corporation are: 
Vie Colton, president; Lena Colton, 
first vice-president; Charlotte Daven- 
port, second vice-president; Bertha 
Colton, secretary-treasurer; and Alfred 
C. Davenport, plant manager. 





Price Changes Headquarters 


CoLuMBIA, S. C.—Sam Price, who 
represents Dr. A. Posner Shoes, Inc., 
in the southeastern states, is now mak- 
ing his headquarters at Columbia, where 
he also resides. Mr. Price formerly 
had his office and home in Miami Beach, 
Fla. He can hereafter be reached at 
1008 Hampton Street, Columbia, S. C. 





Juvenile Shoe Names 
Two New Salesmen 


St. Louts—The Juvenile Shoe Cor- 
poration of America has appointed two 
new members to its sales staff. 

They are S. G. Pedigo, who will 
travel the Kentucky, Tennessee, Ala- 
bama, Mississippi and Arkansas ter- 
ritory; and Ralph L. Taylor who will 
travel Ohio, Indiana and Michigan. 

Mr. Pedigo is well known throughout 
the South. He represented Juvenile 
some years ago and more recently 
traveled the Southeast for Vogue Shoe 
Co., Ine. 

Mr. Taylor formerly was associated 
with the Bellwood Division of General 
Shoe Corporation. Both men will carry 
all four lines of Juvenile: Clinics, Clinic 
Off-Duty, Lazy-Bones and Lazy-Bone, 
Jrs. 


Philadelphia Wholesaler 
Adds Four Salesmen 


PHILADELPHIA.—Jim Lief, secretary 
of the Flex-Step Shoe Corporation, well 
known Philadelphia wholesale house, 
makes known four additions to the sales 
staff of the company as part of its sales 
expansion policy. 

Melvin B. Starr is covering the met- 
ropolitan New York area. Fred S. 
Masterson has been appointed to cover 
Chicago and the state of Illinois with 
headquarters at 3806 North Troy 
Street, Chicago. Harry Ringold, with 
offices in the Haas Building, Los An- 
geles, covers the West Coast; and Al 
Mascio covers the metropolitan Phila- 
delphia trade. Mr. Lief himself will 
cover large chains, buying offices and 
department stores in New York City. 





Banquet Planned by 
Factory Executives 


Boston—C. Chester Rodenbush, who 
in previous years has so successfully 
headed the banquet and entertainment 
committee of the New England Shoe 
Foremen & Superintendents’ Associa- 
tion, Inc., will be chairman again this 
year for the organization’s sixth an- 
nual banquet. 

The Imperial Ballroom of Boston’s 
Hotel Statler has been reserved for 
this annual social to be held on Janu- 
ary 7, 1950. 


Boot and Shoe Recorder 
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Eddy Shoe Co. sein alates © 87 | Also Available in 
White Satin—Dyeable $1.90 
Flex-Step Shoe Corp. ...... 9 e 
aia ss | There's a WHIRLER for every dancing shoe need! Hand made and hand lasted. 
Freeman Shoe Corporation 28 
Friedman-Shelby Co. ........ 22 
Genuine Patent 
Genuine Patent Leather or 
Gallun, A. F., & Sons Corp... 14 Leather. White Elk. 
Gardiner Shoe Company ..__....... 49 Lip Taps Lio Taps 
Gerberich-Payne Shoe Co. .. Back Cover Clected Heel. c ected Heel. 
Gerda Footwear Co., Inc. Saoexes 89 
Goodwill Shoe Co. ik stacaeeane 84 
Goodyear Glove Brand ... Front Cover 
Grace Walker Shoes ... .. ...... 22 
Green, Daniel, Co. ... ...... enna 
5603 Packed in our 5203 Child's 8 2-12 
Health Spot Shoe Co. ............ 47 the’ $3.00 attractive N and Y Widths $2.55 
Hess, Harry ........... . 87 11-3 Youths . WHIRLER boxes 5204 — Rit pa 
> > ‘7 - N an ' idth 
Hubschman, E., & Son, Inc.....2nd Cover 5604 Boys’ 3!/2-6 $3.75 NV and Gtns 
Hussco Shoe Co. ............ a * 5205 Growing Girls’ 4-9 
M Widths N and M Widths $3.00 
Iselin, William, & Co., Inc.... .. mS Taps included with order Tops included with order 
V 
Justin, H. J., & Sons, Inc........ 82 AT ONCE DELIVERY 
Juvenile Shoe Corp. of America 25 


Footutar 
aoe H N.Y 
Mreifer, A. 8 Co ........ 2.02. 72 ! b TREET, NEW YORK 13 
| f | 158 DUANE ee aan FOR EXPORT 








Lazy-Bones Shoemakers ... 25 
Lederer Industries ... ee -- 83 
EEO, So, Me Se AMO 8 6k ks xe eee 3 ——< = ss - 
Lyons & Company ..... se Sax 81 
| Rhinestone Creations ...........- 81 20th Century Shoe Co $1 
Maren, ©. We. Mags Cos. css 0565s 6s 71 Roger Kent Plastics ......... : 64 Tyer Rubber Co. 2 
Mauro, A. K., Inc. .. * ae) eee 83 | Rubi Irvi 87 
in. 0. A, Tae Mee Ce..... 8 ee ese ree 
Miller Shoe Company ......... eo She United Last Co. u} 24 
— Rubber & Woolen Mfg. eg i Oe ee oy a ae ere” United Shoe Mach. Corp 10, 16, 19, 55 
ae 81, 87 eit MM. oo nai swe 77 United States Rubber Co Front Cover 
Seott Foot Appliance Co. ...... Se 
Nevelk Co., The .. ioe Se -12, 13 Shields Footwear Co. ae Vaisey Bristol Co. er 27 
Ses Prt Gi ae 2 tS KR oe ; 8 Vincent Edwards & Company cout Ee 
Ohio Leather Company ..... coe-- 23 Vitality Shoe Company ERE Soe 1 
Phyllis Sh ‘ Thonet Industries, Inc. 75 
yilis Shoe Co. .. ..... RTC ETT Be. a — —— . =9 76 
Pollinger ce le Transparent Shade Co. .. 73 Weil, M. K., Shoe Co. _.... 72, 76 
Potvin, R. J., Shoe Co. ............. 53 | Treinis Brothers, Inc. ... ......... 76 Weinbrenner, Albert H., Co......... 21 
Prima, Inc. ees Wit. és scenes 78 Tweedie Footwear Corp. 32 Wellco Shoe Corporation di aie 
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MMO. 


This is the 20th 


time I’ve done 
this today! 


KEEPS WATER OUT... FEET 
ORY... WITHOUT RUBBERS 


..chere’s the perfect shoe for doctors, salesmen, 
amen who make many calls a day, visiting offices 
or homes, getting in and out of cars. The tire- 
some, messy chore of putting on and taking off 
rubbers all day long is gone. ETONIC Ail- 
Weather Shoes keep feet dry without rubbers —it’s 
as simple as that! And as health authorities 
fecognize, dry feet mean maximum protection 
against colds! 


IN ALL THE WORLD NO SHOES LIKE 
THESE ... Better get started now with revolu- 
tionary All-Weather ETONICS for sure fire 
profits. 


MAIL THIS COUPON TODAY! 


Pe evecevecesreecerceveccrcreeereEeeeEeeeeEeTETETET 
CuHarLes A. EATON COMPANY 
Brockton 64, Massachusetts 


Please send me details on Etonic All- 
Weather Shoes, Big 4 Dealer Profit 
Plan and Automatic Re-Sizing. 


Store 


RN 
x 
8 
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| AMERICA’S ONLY “DOUBLE WEATHER - SEALED” * 
WITH WATERPROOF-VULCANIZED LEATHER SOLES AND SOLE SEAMS 


MADE IN THE BOOTSHOP OF CHARLES A. EATON. BROCKTON, MASS. Fine Bootmaker 


a 
ug DV OE ER q 


CLO is YOUR FEET DRY WITHOUT RUBBERS! 
LEATHER SHOES — 


3700 


One of 8 full-leather- 
lined “Double 
Weather-Sealed”’ * 
Styles 


3604 
The Royal Guard 
“Double Weather- 
Sealed”’* 


EVERY SHOE IN THE ENTIRE ETONIC LINE 
IS NOW “DOUBLE WEATHER-SEALED”* 


“Double Weather Sealing”*, an exclusive process of waterproof-vulcanizing 
leather shoes, a consumer-tested feature of selected ETONIC styles for the past 2 
years, is now built into erery pair of ETONIC All-Weather Shoes at no extra cost — 
and that’s America’s biggest shoe news today! Leather soles and sole seams are 


waterproof-vulcanized. A full length rubber “ gasket” midsole keeps water from 


Yoru eter -amey ome ceraeler-aeme erels am ve) (os in snow, 


mud, 


On wet pavements, slush or country 
And ETONIC 
All-Weather Shoes are available in America’s largest In-Stock range of styles, sizes 


*Pat. Pend 


#72.95 


RETAIL, MOST STYLES 


Nationally Advertised 


water stays out, feet stay dry, utthout rubbers or overshoes. 


and widths! 














Boot and Shoe Recorder 




















“CURTAIN CALL” 


SUCCESSFUL STYLE FOR YOUNG TEENS BY SANDLER OF BOSTON 


AN 





They’re too old for Mary Janes, too young for high heels. 
They crave grown up fashions, and Patent Leather means * 
“best shoes” to them. They do their own selecting . . . up to 

the point where Mother checks the fit, style and quality with * 

a careful, value-wise eye. 


They’re a big and profitable market, the young teens... and 
Colonial Patent is the leather to use for shoes that will 
capture their fancy and get their mothers’ approval. 


COLONIAL cor tHE BEST PATENT LEATHER SHOES 


COLONIAL TANNING COMPANY, INC. « soston 11, MAssacuusetts 





With GERBERICHS' YOU SELL THE BEST 


To THE BROADEST BOYS SHOE MARKET 


WO simple facts account for the sustained business growth enjoyed by Gerberich Dealers. First of ail 
they sell, and have sold for over a quarter of a century, the finest boys shoes skilled hands and human 
ingenuity can make. 


Secondly they sell the broadest market in the shoe business. Gerberich customers start off at four or five 
years of age with a Youths size run 12!/2-3, made over lasts suitable for boys shoes and styled the way 
youngsters want them. Gerberich-Payne are boys shoe specialists and regard this early size run not as 
@ nuisance, but as a logical base with which to bui'd customers who later will be fitted with Boys 1-6 
and Big Boys 6!/2-11 and will remain loyal customers right into the store's men's department. 
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MOUNT JOY * PENNSYLVANIA 


Offices: New York, Marbridge Building, Rocin 405 * Los 
Angeles, 219 West 7th Street, Haas Building, Room 919 « 
Philadelphia, 12 South 12th Street, Room 914. 








